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At the Turn 
Pierce-Arrow Treats 


The Studebaker Party 
Secret Smoke 
The Hudson Scoop 


see 


By 


Chris Sinsabaugh 





(By Teletype from Chicago) 

T THE HALF-WAY MARK 

there is no doubting the 
success of the show, although it 
must be frankly admitted the icy 
blasts that Jack Frost is handing 
out as this is written have af- 
fected the attendance. Happily 
though, the mercury is climbing 
in the thermometer and mebbe 
we will hit a high pace again by 
Wednesday. 

But dealer enthusiasm runs 
high and commitments that are 
coming in right now satisfy sales 
managers that they are going 
home with enough orders to keep 
the assembly lines in full opera- 
tion for a considerable time. 

ea aK * 


TUESDAY OF SHOW WEEK 
was the busiest of the semester 
so far as dealer meetings were 
concerned, with Oldsmobile, 
Pierce-Arrow, Hupmobile and 
Graham being on the schedule. 
Of course, this commentator, 
gourmand that he is getting to 
be, couldn’t take ’em all in, so it 
was Pierce-Arrow with him, 
which took up all his noon hour. 

The story ef the meeting is told 
in another column, but there were 
several interesting by-products, 
one of which was the clever pre- 
sentation of the advertising pro- 
gram by Bill Baldwin. Bill 
wanted to impress the dealers 
with the magnitude of the cam- 
paign, especially as to the maga- 
zine section of it. So on a tiny 
stage there was a newsstand with 
a pretty girl dressing the stand 
for the day’s work. As she hung 
up each magazine, Bill would tell 
its circulation and the fact that 
Pierce-Arrow is reaching so many 
in the monied class that are 
Pierce-Arrow’s natural prospects. 
The lesson certainly sunk home. 

ok + * 


AND THERE WAS PRESI- 
DENT CHANTER atelling us of 
the great replacement market 
and he gave us pause for thought 
with his statement that “if all 
the automobile companies in the 
industry started today to turn out 
enough cars to replace the junk 
that ought to be off the roads, it 
would take at least two years to 
do it.” 

* * cd 

AFTER PRESS TIME Monday 
afternoon the commentator did a 
bit of prowling which took in a 
couple of cocktail hours. One of 
them was Studebaker’s welcome 
to the newspaper men which was 
given at the Tavern Club at 333 
North Michigan Avenue. Paul 
Hoffman, president; George Kel- 
ler, general sales manager; Ottis 
Lucas, sales promotion manager, 
and other company executives 
were there in full force. 

a * * 

FROM STUDEBAKER to 
Fisher Body at the Blackstone 
was the next step and I got there 
in the nick of time. This pleas- 
ing interlude was similar to the 
one enjoyed in New York, we 
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of ’33 Sales 


Washington, Jan. 30.—Prelim- 
inary figures released by Willard 
L. Thorp, director of the Bureau 
of Foreign and Domestic Com- 
merce, show that the dollar value 
of automobile sales during 1933 
will be in the neighborhood of 
22.4 per cent greater than in 1932. 

“The volume of sales for the 
first four months of 1933 were 
considerably below the same 
months of 1932, but from May to 
the end of the year, each month 
except December showed an in- 
crease over the same month of 
the previous year,’ declared 
Thorpe. 

The government attributed the 
decline in production in Decem- 
ber, which was 10 per cent below 
December, 1932, to “the fact that 


* (Continued on Page 11) 


11,376 Visitors 
Crowd Special 


Chrysler Show 


(By Teletype from Chicago) 

Chicago, Jan. 30.—In spite of 
the extremely cold weather that 
has tended to keep motor fans in- 
doors, the Chrysler Sales Cor- 
poration’s exhibit of airflow 
Chryslers in the Joseph Urban 
room of the Congress Hotel at- 
tracted 11,376 visitors during the 
first two days of the week. On 
Sunday, from noon until closing 
time 6,871 were clocked, an in- 
crease of 1,378 over the corre- 
sponding day last year. With the 
thermometer registering sub-zero 


(Continued on Page 138) 


100 P.A. Dealers 
Hear Chanter at 
Luncheon Meet 








(By Teletype from Chicago) 

Chicago, Jan. 30.— More than 
100 Pierce-Arrow distributors and 
dealers attended the company’s 
luncheon at the Stevens today. 
They listened to leading execu- 
tives paint a picture as to what 
lies ahead, the speakers including 
A. J. Chanter, president; Roy 
Faulkner, vice-president; T. J. 
O’Rourke, general sales manager; | 


(Continued on Page 6) 





Cuddy Named to Succeed 


Williams at Franklin Co. 


Syracuse, N. Y., Jan. 30.—Geo. 
A. Cuddy has been named to | 
succeed John E. Williams, vice- 
president and sales manager of | 
the Franklin Automobile Co., | 
whose resignation was announced | 
Monday. 





Lane Sees Code Here to Stay 
Dollar V 


alue |Important as Constitution 


In Nation’s Government 
22% over ’°32| Election Delayed 60 Days 


By DICK KLEIN 
(By Teletype from Chicago) 

Chicago, Jan. 30.—A statement that “the Motor Ve- 
hicle Retailing Code law and the industrial self-govern- 
ment are as fixed for the future of our country as is the 
constitution of the United States,’ made by J. Reed Lane, 
executive secretary of the Code Authority of the Motor 

o—_—-———— - — . 


Vehicle Retailing Trade, Wash- 
ington, evoked enthusiasm from 
members of the National Automo- 
bile Dealers’ Assn. in the second 
day’s session of their 17th an- 
nual convention at the Hotel La 
Salle here today. 

Speaking on “The Responsibility 
of the Dealer Serving on Code 
Committees,” Mr. Lane said that 
the automobile retailers were 
given the greatest latitude of any 
trade group in the drafting of 
their code and that in return the 
Federal Government asks only 
that they abide by it as a group 
and stand solidly for its strict 
enforcement. 

“Before you ask for your Gov- 
ernment’s assistance in the en- 
forcement of provisions of the 
code be sure you are ready to 
stand or fall with the code,” he 
continued. 

The dealer who is serving on a 
code committee is an enforcement 


(Continued on Page 15) 


Truck Exports 
Set Up Record 
December Total 


Washington, Jan. 30.—The 
world is getting American motor 
truck conscious to an astonishing 
degree. 

That much definitely is indi- 
cated in figures of the United 
States Department of Commerce 
which place exports of motor 
trucks during December at 6,447 
units, more than twice as many 
as passenger car shipments 
abroad during the same period. 
As compared with December fig- 


(Continued on Page 13) 





We Cover the 
Auto Front 


Headquarters for NEWS 
during the Chicago show 
will be at Room G-31, Con- 


gress Hotel. Call Chris Sins- 
abaugh or Mel Adams for 
quick service by teletype to 
Detroit. 

If it’s business—ask for 
Ray Blackwell, Bill Cotton | 
or Geo. Slocum at the sanie 














Buicks January Production 





Advertising is 
Needed Badly, 
Says Maxwell 


(By Teletype from Chicago) 

Chicago, Jan. 30.—Addressing 
the annual meeting of the Auto- 
Motive Electric Assn. last night 
at the Stevens 
Hotel, Lloyd 
Maxwell, adver- 
tising counsel 
of the Bendix 
Corp., said in 
part: 

“National re- 
covery codes 
have _ provided 
the means by 
which business 
men once more 
Lloyd Maxwell have their em- 

ployes beating 
a path to their factory doors. 
They have come back to produce. 
the recovery scheme is how to 
but a vital question left out of 
get the consumer to beat a path 
to the sales departments and 
service stations to complete the 
final link in the new cycle which 
the administration is endeavor- 
ing to set up. 

“In other words, business lacks 
a selling code. It is operating 





under compulsion to produce, 
under compulsion to _ shorten 
hours and advance wage rates, 


under compulsion to follow ra- 
tional price trends. The incentive 
to sell is a natural conclusion. 
But there is no law-made guide 
to markets and there is no com- 
pulsion directed against the con- 


(Continued on Page 6) 
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Show Sales to Hit 2000 


Admissions 


Show Gain of 
25 Per Cent 


Crowds Throng Coliseum 
Despite Sub-Zero 
Temperature 


By MEL ADAMS 
(By Teletype from Chicago) 

Chicago, Jan. 30.—With Chicago 
in the grip of sub-zero weather 
the intrepid spirit of motoring 
enthusiasts persisted in asserting 
itself today as the national auto- 
mobile show swung into its fourth 
day at the Coliseum and adjoin- 
ing annexes to the north and 
south. 

The expected relief promised by 
the weather forecaster did not 
materialize but that failed to keep 
large throngs away from the ex- 
position. Under such Arctic con- 
ditions an increase in attendance 
yesterday over the same day last 
year could hardly be expected and 
the remarkable thing about it was 
that the falling off in the crowds 
was only a slight one. 

Alfred Reeves, manager, re- 
ported that despite the small de- 
crease in Monday’s attendance by 
comparison with a year ago the 
total since the show opened re- 


(Continued on Page 2) 





President’s Day 
Is Oldfield’s 


Too, at Congress 
(By Teletype from Chicago) 

Chicago, Jan. 30.—Chicago is 
stirred up over President Roose- 
velt’s birthday, tremendous cele- 
brations being arranged with 
giant cakes and parades and 
awther features. 

The excitement over the Presi- 
dent’s birthday, however, did not 
make the Congress Hotel forget 
the birthday of Barney Oldfield, 
highway safety advisor for the 
Plymouth Motor Corp. 

When the photographers came 
around Monday night to take a 
picture of the giant cake the 
Congress chef had made to cele- 
brate Franklin D. Roosevelt’s 
birthday, there beside the giant 
cake for the President was one 
for Barney Oldfield, too. 


Will Exceed Estimate by 700 


(By Teletype from Chicago) 

Chicago, Jan. 30.— Harlow H. 
Curtice, president of Buick Motor 
Co., announced today that Janu- 
ary production of 9,700 cars at the 
Flint factory will exceed the orig- 
inal projection for January by 
700 units. 

“Our February manufacturing 
program,” Mr. Curtice added, 
“ealls for’a daily output of 500 
ears. Buick employment stands 


at 13,500 workers. Orders already 
received from our dealers will re- 
quire all the cars that we have 
made in January and those 
planned for February. Our ex- 
perience at the Chicago show is 
like that at New York and De- 
troit, where the public’s interest 
showed itself in buying. It is 
notable that Buick sales are run- 
ning in a very high ratio to those 
of lower priced cars.” 
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As Minimum at Chicago 
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2000 Sales at Show Set 


(Continued from Page 1) 


veals a gain of 23 to 25 per cent 
in paid admissions. 
Quality Crowd 

Judging from reports compiled 
and issued by the Chicago Auto- 
mobile Trade Assn., through La- 
fayette Markle, president, the 
crowds who visit the main show, 
special displays and dealer and 
distributor headquarters are of 
a distinctly quality type. 

This is attested by a release to- 
day on sales thus far in Chicago 
during show week. More retail 
orders were signed yesterday than 
on either of the two preceding 
days, the number standing at 263 
and the total to date at 617. With 
a good break in weather during 
the final four days of the show, 
it is predicted that retail sales 
for the eight days will top the 
2000 mark and that cars valued 
at more than $1,500,000 will be 
sold to the Chicago public. 

Signs of a break in the cold 
spell appeared during the mid- 
afternoon and caused _ smiles 
among the exhibitors and show 
management who noted an im- 
mediate impetus in the size of 
the crowds. Many more cars 
were observed parked in the 
vicinity of the Coliseum. It is 
the consensus of opinion that this 
week’s turnout will develope an 
increase in attendance over last 
year’s show regardless of the 
weather. 

Can Handle Crowds 

Even with great crowds 
jammed into the Coliseum and 
anxious for an inspection of the 
new models before the curtain 
rings down Saturday night, no 
discomfort is looked for. The 
layout of the exhibition halls is 
all in favor of handling big 
throngs. The aisles are wider 
than at the Grand Central Palace 
in New York and the spaces ap- 
pear to be larger so that there 
is ample room to walk around 
the booths and inspect the auto- 
mobiles, chassis and special shows 
going on within them. 

Interviews being issued by fac- 
tory chiefs, including presidents, 
sales and production heads are 
taking on a more optimistic vein 
as compared with an attitude of 
hope during the first two days 
of the show. They like the seri- 
ous tenor of the visitors at the 
Coliseum and the various special 
showings and are genuinely sur- 
prised at the size of crowds con- 
sidering the weather handicaps. 

Every booth at the show is 
coming in for attention. It seems 
as if the show visitors are going 
about in a real buying mood and 
making comparisons in their own 
way. The urge to own one of 
the new cars is apparently upper- 
most in the minds of most of 
them and it is principally a mat- 
ter of making up their minds 
which automobile to buy. 

Seek Demonstrations 


In addition to attendance and 








sales there are the _ prospects 
being carded. This is considered 
natural in view of the advent this 
year of new principles of de- 
sign and a desire on the part of 
prospective purchasers to find out 
through actual demonstration 
how the ideas work out. The 
same urge actuates motorists who 
have been attracted by the new 
body styling and want to see 
these ultra-modern stream-lined 
and aerodynamic cars out on the 
street away from the show later 
to judge how they look there. 

Perhaps nothing is giving man- 
ufacturers and their representa- 
tives more hope just now in view- 
ing 1934 than the potentialities 
of the replacement market. This 
point has been stressed at lunch- 
eon meetings and other sessions 
with dealers. Another cause for 
enthusiasm among the companies 
concerned is their policy of in- 
vading lower priced markets than 
hitherto. They are laying plenty 
of emphasis on their move in 
that direction and making it the 
basis of expectations of greatly 
increased sales. 


Production Rushed 


The problem of a number of 
manufacturers is one of ability to 
swing into great enough produc- 
tion to take care of accumula- 
tions of dealer orders. This is 
being admitted in a number of 
instances and the Chicago Show 
results in sales have not light- 
ened the burden on the manu- 
facturing departments. 


Starting tomorrow Manager 
Reeves states that he looks for 
four straight days of close to 
peak attendance, with the crowds 
increasing daily. 

“The fact that 263 cars were 
sold Monday at retail in Chicago, 
as against 240 the same day last 
year, indicates clearly that de- 
spite the cold weather the Show 
is attracting buying crowds this 
year,” said Mr. Reeves. 

President Roosevelt’s birthday 
caused today to be named in his 
honor. Rufus §S. Dawes, presi- 
dent of Chicago’s World's Fair 
Exposition, will be the guest of 
honor tomorrow which has been 
designated as “Century of Prog- 
ress Day,” while Aviation Day 
will be celebrated Thursday with 
noted figures in that realm in at- 
tendance at the Show. 


45,000 at Hartford Show, 
Sales Total 220 Units 
Hartford, Jan. 30.—Hartford’s 
27th Annual Automobile Show, 
sponsored by the Hartford Auto- 
mobile Dealers’ Assn., closed Sat- 
urday night, Jan. 27, after hav- 
ing broken all records for both 
attendance and_é sales. About 
45,000 people visited the State 
Armory to view the exhibits and 
220 actual sales were recorded. 


Terraplane Showmanship Shines 





If there’s any question about showmanship at the shows just squint 
a blinker at this crowd watching the Terraplane skit at the Coliseum. 
Every motorist likes to see the other bird get a ducat, and that’s 


part of the show. 





Packing ’em In at Chicago 





No, dear reader, this caption is not over the wrong cut. 


Above we 


have H. J. Klingler, Pontiac chieftain; R. H. Grant, General Motors, 
and Harlow H. Curtice, Buick, at another one of those banquets 


where the boys have been packing 


in steaks at Chicago. The pack- 


ing industry in Chicago was among the first to feel the effects of 


the upturn in automobile sales. 
the meat bill. 


Five hundred dealers helped add to 
First meat they’d had in years. 


Hudeon Dealer Interest High 


Distributor Ha 


(By Teletype from Chicago) 

Chicago, Jan. 30.—A_ tremen- 
dous amount of dealer interest in 
the new Hudsons and Terraplanes 
is reported by Earl Butler, vet- 
eran Chicago distributor for 
these cars, who declares that 
during the week he has actually 
accumulated a waiting list and 
that every open point in his 
territory is closed. Butler also 
says that the public is ordering 
cars at a faster rate than at any 
show in his experience. 


From the Marble Room of the 
Blackstone Hotel where the Hud- 
son Motor Car Co. is holding its 
dealer show come similar re- 
ports. Since the show opened 
Monday there has been a con- 
tinuous stream of visitors to 





Sharp Increase 
In Attendance 


At GM Showing 


Chicago, Jan. 30.—Sharp _in- 
creases in attendance and sales, 
along with a gain in the number 
of prospects carded, are reported 
at the General Motors Silver An- 
niversary showing for the first 
three days as against the same 
period last year. 

Up to Monday night a total of 
67,408 visited the displays in the 
Stevens Hotel, an increase of 33.5 
per cent over the number at the 
1933 show, it was announced here 
this afternoon. 

The number of cars sold regis- 
tered an even. greater’ gain, 
amounting to lsv per cent over 
last year. Sales at retail have 
shown a steady day-by-day gain. 

In the matter of prospects, the 
official figures show that they 
were 21 per cent more numerous 
than for the first 3 days last year. 


1.482 Dealers Added 
To Handle Chrysler Sales 


Detroit, Jan. 30.—The Chrysler 
Sales Corp.’s position as possessor | 
of the third largest dealer organi- | 
zation in the world was strength- | 
ened in 1933 by the addition of | 
1,482 new dealers to handle Chrys- | 
ler and Plymouth cars. This fig- 
ure includes only those entering | 
the organization for the first time 
and not the old dealers signing | 
new contracts. 

At the close of 1933, the Chrys- | 
ler Sales Corp. had 3,717 dealers | 
on its books, approximately 1,000 
more than at the close of 1932. 
Since the addition of the Airflow 
Chryslers and the new Chrysler 
Six, applications for territory 
have been coming in rapidly. 


s Waiting List 


study the various displays. 

Hudson officials state that the 
exhibit is particularly interesting 
because of the large number of 
men not in the automobile busi- 
ness but attracted by its possi- 
bilities who have called to study 
the business information. The 
possibilities of automobile sales 
during the next few years are 
such as to attract capital, Hudson 
sales executives say and they 
point to the interest in this busi- 
ness show as ample evidence of 
this fact. 

It is impossible at this time 
to report the number of dealers 
signed at the business show as 
many arrangements will be con- 
cluded with distributors in other 
territories as a result of interest 
created at the exhibit here. 


New York State Truckers 


Annual Meeting Feb. 8 


New York, Jan. 30.—New York 
State Truck Assn., Inc., will hold 
their 24th annual dinner Feb. 8 
at 6:30 p. m. in the Grand Ball 
Room of the Hotel Pennsylvania. 
Truck owners are urged to make 
their reservations early, as a 


large crowd is expected to attend. | 








Dodge Makes 
111 Sales in 
10 Hours’ Time 


(By Teletype from Chicago) 

Chicago, Jan. 30.—L. D. Cosart, 
Chicago zone manager of Dodge 
Brothers Corp., today issued a re- 
port covering sales closed, pros- 
pects listed and demonstrations 
booked at the .Dodge booth by 
noon Sunday, when the big motor 
car exhibition had been in actual 
progress for 10 hours. 

In that time 111 sales were 
made—94 of passenger cars and 
9 of trucks. Within the same 
period Dodge salesmen had listed 
584 passenger car and 5 truck 
prospects, while demonstrations 
booked in the 10 hours totaled 
582. 

“The interest with which show 
visitors examine the new models 
and the confidence with which so 
many of them place their orders 
for cars including features which 
they themselves have not yet had 
a chance to try out, is one of the 
most heartening signs of return- 
ing prosperity I have seen for a 
long time,” Mr. Cosart declared. 


De Soto Boasts 
Heavy List of 


New Prospects 








(By Teletype from Chicago) 

Chicago, Jan. 30.—‘Sixty-eight 
per cent of the people signing 
up for demonstrations of the 1934 
Airflow De Soto cars report the 
ownership of an automobile ori- 
ginally selling for a price in ex- 
cess of a thousand dollars,” 
Harry E. Mahaffey, Chicago dis- 
trict manager for De Soto, said 
today. 

“After our experiences at New 
York and other shows we knew 
that the demonstration lists 
would be large here,” he said, 
“but we certainly did not expect 
that we would have such a large 
percentage of prospects who have 
driven high priced cars for a 
number of years.” 

More demonstrations have been 
arranged for the new 1934 De Soto 
in the first three days of the show 
than were booked all last year at 
the Chicago exposition, Mr. Ma- 
haffey said. 
Peoria Show Scheduled 

For February 21 to 25 

Peoria, Ill., Jan. 30.—The Peoria 

Auto Show will be held in the dis- 


play room of the Caterpillar Trac- 
tor Co., Feb. 21 to 25, it was said 


today by C. W. Coons, manager. 





It’s Me and Roosevelt for Barney 





Cake-Eater and Duster-Eater are two names Barney Oldfield, veteran 
lead-foot and synonym for speed, could never be called, yet here we 
have Barney taking the cake (the little one) from Carlos Molina, 


orchestra leader at the Congress. 


The big papa cake in the back- 


ground is the three hundred pounder baked in honor of President 
Roosevelt’s birthday. Barney is now Highway Advisor for Plymouth. 








+ 





1,000 Dealers at 
Olds Luncheon 
Hear Officials 


(By Teletype from Chicago) 
Chicago, Jan. 30.—One thousand 


Oldsmobile dealers and associate | 


dealers from Chicago, Cincinnati, 
Cleveland, Detroit, Indianapolis, 
Kansas City, Lincoln, Milwaukee, 
Minneapolis and St. Louis zones 
attended the annual Oldsmobile 
luncheon at the Congress Hotel 


today. 
At the speakers’ table were 
William S. Knudsen, executive 


vice-president of General Motors; 
R. H. Grant, vice-president in 
charge of sales of General Mo- 
tors; John L. Pratt, vice-presi- 
dent of General Motors; and the 
following Oldsmobile officials: 
Charles L. McCuen, president and 
general manager; D. E. Ralston, 
vice-president and general sales 
manager, who presided; H. T. 
Youngren, chief engineer; H. A. 
Trevellyan, assistant general sales 
manager; F. Q. Murphy, central 
regional manager, and L. J. Blun- 
den, Chicago zone manager. 

In discussing the business out- 
look for Oldsmobile for 1934, Mr. 
McCuen told his listeners that 
while Oldsmobile production for 
the year had been originally set 
at 100,000 cars, he was putting 
the plant in shape, through the 
installation of additional equip- 
ment and facilities, to produce 
150,000 cars, owing to the greatly 
encouraging reports of early new 
car buying that have come in 
from every city where an auto- 
mobile show has been held thus 
far. 

“We now have eleven prospects 
for Oldsmobiles, owing to the new 
price class which we have en- 
tered, where we had one last 
year,” Mr. McCuen asserted. 

Mr. Grant said that business 
was at last “turning that corner 
they talked about,” and he looks 
forward to a prosperous year. In 


fact, he said, stimulated by large- | 


scale governmental financial pro- 
grams, business should be good. 

Mr. Knudsen spoke briefly, tell- 
ing the dealers that they would 
find plenty of room for their new 
six in the low-price field and 
saying that the great resources 
of General Motors were behind 
Oldsmobile. 

In closing the luncheon, Mr. 
Ralston told the dealers that al- 
ready the factory had on hand 
orders for Oldsmobile’ eights 
equal to half of the entire 1933 
eight production, with orders for 


sixes coming through in similarly | 


encouraging numbers. 
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Packard Dealers 
Attend Lunch | 
At Beach Hotel 


(By Teletype from Chicago) 

Chicago, Jan. 30.—More than 
400 distributors, dealers and sales- 
men from the middle west attend- 
ed the meeting and luncheon of 
the Packard Motor Car Co., 
Monday, at the Edgewater Beach 
Hotel. Talks were made by M. M. 
Gilman, vice-president of distri- 
bution, F. H. McKinney, general 
sales and advertising manager, 
J. F. Page, general service man- 
ager, J. A. Gilray, sales pro- 
motional manager and B. C. 
Budd, vice-president and general 
manager of the Packard Motors 
Export Corp. 


“Wet Collars” 
Bring Success 


Dealers Told 


(By Teletype fi 
Chicago, Jan. 30.—Invasion of 
the low price, or 90 per cent 
market, class and introduction of 
the supercharger on its product 
should result in bringing a new 
sales peak this year to the 
Graham-Paige Motors Corp., it 
was declared today by President 
Joseph B. Graham and other of- 
ficials of the company at a lunch- 
eon meeting for dealers and dis- 
tributors in the Palmer House. 
The function was attended by 
more than 300, including the 
forces from the Central West and 
as far west as Salt Lake City. 
In addition to Mr. Graham, 
talks were made by A. I. Philp, 
vice-president and general sales 
manager, F. R. Valpey, vice-presi- 
dent, and Louis A. Thoms, chief | 
engineer. Mr. Valpey presided 
as toastmaster. 
Keep Your Collar Wet 
Mr. Philp bore down on the 
importance of salesmen working 
hard this year, using the pic- 
turesque “Keep Your Collar Wet 
and You Will Do Your Job. 
For 1934 Will Reward Workers.” 
Mr. Graham was in an opti- 
mistic frame of mind, stating that 
he was particularly impressed 
with the factors in favor of the 
company’s dealers through estab- 
lishing themselves in a more ef- 
ficient basis of operation. He 
said that in this respect they were 
keeping step with the factories 
with the result that the business 
of both is now on a healthier and 
more substantial basis. 


om Chicago) } 








Here’s a Ticket (For Police Games) 





With apologies to Briggs, we’d say “ain’t it a grand and glorious 


feeling” to have a “Cop” hand you a ticket several times a day and 
at the end of the day be able to say, “Fatty, go chase yourself! 


You archless arch villain!” 


Well, that’s what the little girl in the 


Hudson playette, at the Coliseum, does every day. We'd advise her 
to break the habit when the show ends. 


Twenty Pontiacs Waiting in a Row 





All dressed up for the show, this score of shiny new Pontiacs are at the disposal of all visitors at the 


Stevens Hotel who want to find out what a knee-action ride feels like. 


And if you don’t think they 


have been busy, you ask the photographer that took this picture how long it took 


Public is Ready 
To Accept New 


Auto Features 


(By Teletype from Chicago) 

Chicago, Jan. 30.—The automo- 
bile industry affords the most 
outstanding example of _intelli- 
gent understanding between mak- 
ers and users of a major indus- 
trial product, A. van DerZee, 
general sales manager of Dodge 
Brothers Corp., declared today. 

“Nowhere else,” said Mr. van 
DerZee, “do we find, on the one 
hand, manufacturers so eager to 
improve their wares through con- 
stant development and, on the 
other hand, users of the product 
so willing to accept the changes 
made from year to year. Search 
where you will, you will find no 
other field in which manufactur- 
ers feel so secure in the knowl- 
edge that their efforts at progress 
will be translated into continuing 
sales. 

“IT have heard it said that but 
for the public’s slowness in ac- 
cepting newly offered features 
the motor car industry might 
have recorded more rapid ad- 
vancement than is credited to it 
today. I do not agree with the 
view that there ever was a time 
when worthwhile automobile im- 
provement had to be “sold” to a 
keenly transportation - minded 
public by laborious processes of 
education.” 


Streamlines of 
Passenger Cars 


Detroit, Jan. 30. “Improve- 
ments in the design and construc- 
tion of motor trucks now closely 
parallel the engineering advance- 
ment made from year to year in 
passenger cars,” says J. F. Bow- 


man, vice-president in charge of | 


sales of the Federal Motor Truck 
Co. “Yet this fact is not realized 
to any great extent by the gen- 
eral public for the reason that 
trucks are of interest to a com- 
paratively limited group of 
people only. 

“Take, for example, the matter 
of style. A few years ago little 
thought was given by truck engi- 
neers to appearance when de- 
signing new models, for buyers 
did not seem to care a lot what 
they looked like. It was the 
popular idea in those days that 
a truck had to be built like a 
“steam roller.” 

“Now, however,” declared Mr. 
Bowman, “eye appeal is of great 
importance in trucks. 

“On the new Federal 
for instance, there is a handsome 
sloping V-type chrome plated 
radiator with an attractive grill, 
chrome plated headlights, twin 
horns and bumper, a long stream- 
line hood and cowl with door 
type ventilators and wide sweep- 
ing front fenders. 


has a_ sloping windshield 
closed in a chrome plated frame. 
Viewed from the front end the 
ensemble is similar in design to 
the latest passenger car lines.” 


models, | 


The driver’s | 
cab, following the newest trend, | 
en- 


him to get them all together. 





10,000 Orders 
By Chrysler Sales Corp. 


Detroit, Jan. 30. 
number of dealers’ 
Chrysler cars in the entire his- | 
tory of the Chrysler Sales Corp. | 
is now on that company’s books, | 

| 
| 
| 
| 


The largest | 
orders for} 


according to Joseph W. Frazer, 
general sales manager. 

“There are now on hand more 
than 10,000 orders for Chrysler | 
from our dealer organization,” | 
said Mr. Frazer, “representing a 
production that is 37 per cent of 
our output of Chryslers in 1933. 
In other words, less than a month 
after our announcement, we have 
37 per cent as much business in| 
sight as we did all last year—and 
that was by no means a bad year 
for us, as things picked up re- 
markably after the poor first 
quarter that the whole industry 
experienced. 





“Not since September, 1928, the 
very peak of the boom, have we}! 
ever had 10,000 orders ahead at 
one time. Now that cars are 
coming off the production line, we | 
know that business will get even 
better, for a demonstration in the 
Airflow proves things that we| 
could never expect to prove 
merely by talking about the car. | 

“In addition to our 10,000 Chrys- 
ler orders, the dealers of the 
Chrysler Sales Corp. already have 
booked more than 25,000 orders 
for Plymouth—in spite of the fact 
that the new 1934 Plymouth car 
has been seen in only a relatively 
small section of our territory. 

“All in all, it looks as if Plym- 
outh is destined to see its great- 
est year by many thousands of 
ears, for the other units of the 
Chrysler Corp., De Soto and 
Dodge, also report that their | 
are far ahead | 





Plymouth orders 


Flyers Flock to Fleet Airflow 











| Congress Hotel. 


Reported — 


of this time last year. The prin- 
cipal problem would seem to be 
to turn out enough cars to fill 
the orders. 

“We are eagerly awaiting the 
beginning of actual production 
on Airflow Chryslers because we 
know that the cars that come off 
the line will be even superior to 
the hand-made models that we 
have been using at the Auto 
Shows. It is one of the miracles 
of American manufacturing that 
precision is so great and toler- 
ances are so small that a pro- 
duction job is invariably better 
than one made by hand.” 


Merged Firms 
Have Total of 
30,000 Outlets 


Toledo, Jan. 30.—Approximately 
30,000 retail outlets will be had 


for the various products to be 
manufactured by the _ Electric 
Auto-Lite Co., with which has 
been merged the Moto Meter 


Gauge & Equipment Co. The 
merged companies will be headed 
by C. O. Miniger, president of the 
Auto-Lite Co. Under the con- 
solidation, Mr. Miniger said the 
company will manufacture a com- 
plete line of automotive electric 
equipment and other parts for 
automobiles. 

A proposal to increase the au- 
thorized common stock from l,- 
000,000 to 1,500,000 shares will be 
voted on when the Electric Auto- 
Lite stockholders meet here 
Feb. 14. 





Clayton Stiles, left, and Walter Ransom, United Air Line pilots, took 
a gander at the new De Soto Airflow model now on display at the 
After looking over the sleek lines and rounded 


curves, both pilots coyly remarked, “Come up and see us sometime.” 





ee 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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Safety in Advertising 

PON those who manufacture and sell automobiles 

there rests definite obligation to see that their prod- 
ucts get into hands of owners who will use them safely 
on the highways. This obligation they owe to the public 
as well as to themselves. If our heavy toll of motor car 
fatalities continues the motor industry will, in the long 
run, be penalized. Safe and sane users of motor trans- 
portation will find themselves hemmed in by restrictions 
which will nullify to a great extent the present benefits 
the motor car offers. 

The most deplorable feature of motor accidents is that 
so many are absolutely avoidable. The present day car 
is, perhaps, the safest vehicle man has yet designed. 
Engineering genius has built into it every conceivable safe 
Engineering genius has built into it every conceivable 
safeguard. In proper condition and in safe hands a motor 
car offers absolutely no hazard to pedestrians or to other 
motorists. A motor car will come to a stop from a given 
speed more quickly than other vehicles. It will accelerate 
from a dead stop, or any given speed, more rapidly than 
any other vehicle. Its course, or direction, can be changed 
instantly. And the motor car has no mind or will of its 
own. It is completely at the command and at the mercy 
of the driver. Traffic regulations, compulsory inspec- 
tions, improved highways, taboos and what not are aids 
in lowering our accident toll, but safety on the highways 
is first, last, and all times right between the ears of the 
driver. 

For that reason we feel that the National Automobile 
Chamber of Commerce is wise in its decision to urge that 
all automobile men direct a certain portion of their adver- 
tising to the problems of safety. This advertising should 
not in any sense be a fear campaign, but rather a con- 
structive drive to educate car users in the safe use of 
their vehicles. 

No better medium for bringing out the advancements in 
motor cars could be found than a campaign of this nature. 
During the recent shows much advertising has stressed 
the popularity of the car, its standing in sales, “it stole 
the show,” “Queen of the May,” and so forth. We wonder 
how much more effectively the safety features and im- 
provements in the new cars might have been brought out 
in an educational campaign giving instruction to the car 
buyer in the proper use of the 1934 improvements? 
We must curb careless drivers. 

* % * 


Who Killed Cock Rebin 


UST along about the time we were going to press word 
came in from Chicago that show sales for the week 
would run above 2,000 units. That’s a lot of sales in any 
man’s town in one week. So we had Bill FitzGerald dash 
off one of his inimitable cartoons which is up there in the 
right-hand corner. We wanted to call it “Who Killed 
Cock Robin’”’ but Bill felt that this being President Roose- 


velt’s birthday and him being the man that tied the | 


garrote around Old Man Depression’s adam’s apple we 





should give him credit for that, and our industry credit | 


for twisting the strings. 
is dead. And that is why the Third Little Pig had wolf 
to eat with his turnips and apples for supper. But that’s 


another story. We still say, “Who Killed Cock Robin?” 
and that giant Automotive Sparrow answers: “I.” 


Leastwise, Old Man Depression | 





| 


FREE 


AIR 


By Cliff Knoble 





WE’VE FIGURED OUT why 
they call it “stream-lining.” It’s 
because it makes a car look so 
much like a submarine. 

* * od 

THIS COLUMN IS EXPECTED 
to provide at least occasional at- 
tempts at humor. But after read- 
ing some of the utterances, in- 
terviews and statements attrib- 
uted to our leading automobile 
executives, the writer is begin- 
ning to feel the strain of compe- 
tition. Space forbids the citing 
of more than the following three 
examples, out of an accumula- 
tion of a score or more. Here 
they are: 

“There'll 
tightening of 
along the line.” 
“Salesmanship today means 
nothing more than glib talk- 
ing. 

“Everybody in the automo- 
bile business, from the larg- 
est manufacturer to the 
smallest dealer, has learned 
to manage well and intelli- 
gently.” 


have to be a 
the belt all 


* * +* 


FOR TWO THOUSAND 
YEARS men have been trying 
to reconcile law and justice. But 
we still have lynchings, boot- 
legging and cars kept idle be- 
cause of exhorbitant taxation. 

* ” ad 


Mae West and the automobile 
shows have taught us that a lot 
of people are interested in new 
models. 

” * * 

IT’S ALWAYS A SIGN that 
business is improving when the 
automobile advertisements stop 
telling you why you ought to buy, 
and start bragging about their 
production increases. 

*” + * 


DUMB-BELL DITTIES 
I never thought I’d be the ass 
Who'd fail to fill his tank with 
gas 
And stall. 
jam. 
I never thought. And here I am. 
* * * 

THERE'D BE LESS contempt 
for the yes-man if more salesmen 
would ask him to buy. 

* oe * 

After reading such expressions 
as “Floating Ride,” “Floating 
Power,” “Full-Floating Azle,” 
etc., it seems it would be little 
wonder if buyers occasionally 
looked for water wings and life 
preservers as car equipment 
items. 


And cause a traffic 


* * * 


YOU CAN ALWAYS TELL 
when a dealer is pretty well sat- 
isfied with business by the price 
he quotes you on your used car. 

* * * 


AN ADVERTISING EXPERT 
is a man who has developed the 
ability to convince an executive 
that he is doing no more than 
carry out the executives own 
phenomenal ideas. 

” * * 


The Height of Futility—-Read- 
ing the advertisements in an ef- 
fort to discover the SECOND 
best gasoline. 

*” a * 

ONCE IN A WHILE a dealer 
is discovered who considers a 
few toy balloons good advertis- 


| ing—probably because he can fill 


them full of his own  person- 
ality. 
* *” * 
THOSE .SLICK - LOOKING 


HUPMOBILES are drawing a lot 
of attention—but the expression 
employed to describe their ex- 
terior design appears to be a 
tritie difficult for some of their 
admirers. One guileless soul was 
heard to inquire the meaning of 
“Our-O Dynamite Steam Lining.” 
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Signed, Sealed and Delivered 


In This 


Corner 


The views expressed in this column are those of our readers 
Readers 


and do not necessarily coincide with those of the editors. 


ate invited to use 


this space for voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence Will 


be observed upon request. 





I have just returned from the | F.0.B. plan is that many pros- 


New York Auto Show, and am 
possessed of so much enthusiasm 
that I want to tell some one about 
it. 

The reason I visited the show 
was that I happened to be in 
New York on business, which, 
incidentally, is not automobiles. 
In fact, my business has no direct 
connection with your industry. 
Still, I was able to enthuse highly 
over the conditions shown at the 
exhibit in the Palace. 

The pep and vigor of the entire 
assemblage there had something 
behind it that I am unable to 
define. It seemed to me that 
everything expressed an unde- 
niable air of confidence, like a 
man who knows he is right and 
plows right ahead. 

The attitude of the members 
of your automotive fraternity is 
a lot sounder than I find among 
the people I contact. They have 
taken such a beating during the 
late years that they seem to have 
forgotten how to fight. Sort of 
a whipped-puppy feeling. They 
have felt this feeling of returning 
confidence, but have not got to 
the point where they know that 
they are a part of it. 

My hat is off to the automobile 
people. I don’t know of any 
group of men who have “taken 
it” in a greater degree than they 
have, and here they are up on 
their feet again, swinging both 
fists at once. 

More power to 'em!-—J.R.H.— 
Cleveland. 


Which? 

The plans announced recently 
in Detroit to quote delivered 
prices of cars rather than an 
F.O.B. price should meet with 
the approval of dealers generally, 
providing prices quoted are such 
that the dealer can stay within 
his code requirements and still 
make a reasonable profit on his 
new car sales. 

One of the bad features, from 
the dealer’s standpoint, in the 





pects come into the store with 
the idea of buying a car at a cer- 
tain price.. When they learn that 
many costs must be added be- 
fore they can drive the car home 
they become irritated rather than 
lose interest in buying. It takes 
a lot of talk to convince the man 
that the whole deal is on the 
up and up. 

On the other hand under the 
code the dealer must now show 
bonafide costs on all his extras 
and the delivered prices will have 
to take these costs into consider- 
ation at all times or else the 
dealer will get pinched,—J.W.L., 
New York City. 


--a word in 


“edgewise” 


By the Publisher 





(By Teletype from Chicago) 

I ALWAYS KNEW that busi- 
ness had a soul. But how broad 
and deep and significant it was I 
had never learned until last night. 
And it was none other than 
Richard Grant who became my 
mentor. 

* oe * 

FOR RICHARD GRANT, in 
case you do not know, is that 
bundle of fire and foresight whose 
job as merchandising head of 
General Motors is to re-energize 
the sales organiaztions when their 
nerves get jaded. But this 
night he had a different job. This 
night Richard Grant, the human 
dynamo, turned Richard Grant, 
the poet. 

ae oe a 

FIRST, get the setting. Lars 
Jacobsen, of Detroit, took over 
the Swedish Club, of Chicago, 
last night to bring together again 
some 20 of his foreign language 
newspaper publishers with 40 or 
50 automotive executives and ad- 
vertising men. The Scandinavian 
hospitality, food, and wine was 
naturally of the best found any- 


(Continued on Page 13) 
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The “‘buy-word”’ for 1934 is “‘Get a 
Straight Eight for your money.” 
That means Pontiac—the big, roomy 
economical Straight Eight that is 
definitely in the low-price field. 





Pontiac had a great record last year. Plans for 1934 
indicate that Pontiac is headed for still greater things 
in the months to come. 

We have a strong and aggressive dealer organization, 
all primed to take advantage of Pontiac’s new 
opportunities. Many new dealerships have taken 
on the Pontiac franchise. But we still have a few good 
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territories open for alert, progressive dealers of the 
right kind. 


Pontiac sales activities for 1934 are under the direction 
of A. W. L. Gilpin, Vice-President and General Sales 
Manager. The Pontiac Motor Company is headed by 
H. J. Klingler, as President and General Manager. 
These men, as all retail automobile merchants will 
recognize, know dealer operations and dealer prob- 
lems from every angle. They have prepared a Pontiac 
contract that dealers are sure to like. 


Write or wire for complete information—Pontiac 
Motor Company, Pontiac, Michigan. 


PONTIAC 


WORLD’S MOST POPULAR STRAIGHT EIGHT 
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100 P.A. Dealers 
Hear Chanter at 
Luncheon Meet 





(Continued from Page 1) 
W. M. Baldwin, director of ad- 
vertising, and Guy Osborn, adver- 
tising counselor. 


Mr. Chanter gave an inspira- 
tional talk on the permanence 
and growth of the fine car 
market, based on extensive re- 
search Pierce-Arrow has made. 

“The first and basic concern of 
the management and those who 
purchased and financed the com- 
pany was the outlook for 1934,” 
Chanter said. “To what extent 
could the entire industry be ex- 
pected to recover? To what ex- 
tent would the fine car field share 
in the recovery? How much busi- 
ness could Pierce-Arrow expect? 

“A chart of 1933 registrations 
shows that recovery began last 
March and has progressed to a 
point where today the industry is 
ahead of 1930, 1931 and 1932. A 
significant point is that in 1929, 
1930, 1931 and 1932 the sales curve 
was downward in each year. In 
1933 it was upward. 

“This means that the industry 
is headed upward; that, as a re- 
tail salesman, you will have an 
opportunity in 1934 to secure a 
greater number of sales, a larger 
sum in commission. How much 
will this increase be? 

“Estimates based on all of the 
available statistical information 
at the command of General 
Motors, Chrysler and other man- 
ufacturers vary between 2,000,000 
and 2,500,000 cars for 1934. 

“Coupled with improved general 
business conditions, one of the 
reasons for this forecast is the 
record replacement market. To- 
day the number of seven-year-old 
cars and the number of four to 
six-year-old cars is the greatest 
in history, while the total number 
of three-year-olds or less cars is 
at the lowest point since 1926. 

“How much business will a 2,- 
000,000 year or a 2,500,000 year 
bring to the fine car field? 

“Despite the depression the fine 
car field is getting a greater share 
of the total registrations than 
during any year up to 1926. To- 
day the figure is well over two 
per cent. By appling the two per 
cent index to the registration 
tables you will see that a 2,000,- 
000 year will automatically give 
the fine car field a share of about 
40,000 cars. A 2,500,000 year will 
give the fine car group a share 
of about 50,000 cars.” 

W. M. Baldwin, director of ad- 
vertising, told his audience that 
Pierce-Arrow during 1934 will 
conduct simultaneously three 
campaigns, apart from its news- 
paper and direct mail advertis- 
ing. Eighty advertisements will 
appear during the first six months 
in 18 magazines. 


Se cisinaie 
Needed Badly, 
Says Maxwell 


(Continued from Page 1) 


sumer to make him become a 


purchaser. 
Return to Advertising 

“The obvious course is to return 
to advertising. There are 5,000,- 
000 licensed motor cars today that 
need better carburetion, improved 
ignition, safer brakes. Urge 
your factories to renew with de- 
termination their efforts to edu- 
cate the motoring public to the 
great advantages and economies 
from the service of the thousands 
of well equipped service stations 
that you men represent. The 
American is educated to buy by 
advertising. From the industrial- 
ist purchasing an advanced ma- 
chine to the man down the line 
laying out a few dollars for a 
work suit, he buys his goods 
through advertising. Advertising 
is the fifth wheel of salesmanship 
and service. 

“For the last three years, ad- 





vertising policies have been kept 
under the closest scrutiny by the 
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Did You Ever Hear a Car Talking? Well They Did! 





% 


Here is a view of the Ford V-8 at 13lst Regiment Armory show that put on an act which included 


everything but songs, dances and funny sayings. 


This car with its “radio brain” sees, hears, speaks, 


tells the time, reads the serial number of your watch or dollar bill in your pocket and blinks its head- 


lights at the customer. 


While the customers were surprised, the Human Ford was even more surprised 


at the number of people who roam about with dollar bills in their pockets. 


heads of industry. Most advertis- | 


ing departments have operated 
from quarter to quarter and even 
from month to month, maintained 
in a position of watchful waiting 
to take advantage of the slight- 
est turn in business conditions 
to rush out new copy. 


“The turn has come. But the 
new copy is lacking while the 
business men of the country con- 
centrate upon the problem of 
code operation, higher wage rates, 
shorter hours, new ethical stand- 
ards, new competitive arrange- 
ments. These are problems enough 
from a production standpoint, 
but these are only petty details 
compared to the biggest problem 
of all—restoring the consuming 
market. 


No Provision for Sales 


“National recovery endeavors 
have merely assumed that selling 
would follow the redistribution of 
work and wages but they have 
not made any provision for sell- 
ing. They have left that to the 
individuals. It is up to every 
man to find his own market and 


to the extent that he does, he 





DEALER AND PUBLIC BOTH 
APPROVE AljCTIN’S POLICY: 


will find himself successful in the 


the years of expansion to come. 


“The normal, logical path of 
business is to find a market first, 
produce later. Business today is 
producing first and leaving its 
marketing problem in the hands 
of the devil. The devil will take 
care of it, but not for the business 
man. 


“Buying becomes relatively easy 
when a market is at the bottom 
and is starting upward but it 
does not remain easy. Even the 
buying panics induced by price 
increase expectation wear out. 
‘Buy now’ campaigns are merely 
supplemental invitations to the 
public based upon sound adver- 
tising campaigns. The govern- 
ment’s best efforts in that direc- 
tion will be like the raising of a 
sail without a breeze to fill it. 


“An advertising survey recently 
completed shows that the makers 
of the necessary trifles of life, 
such as tooth pastes and cos- 
metics, spent 40 per cent of sales 


to buy advertising in 1932 and | 


increased to 41 per cent in 1933. 


Industrial advertisers pinched 
their budgets and with the bud-| 





4 IMPROVEMENTS AND REFINEMENT when experi- 


ence 


warrants but NO YEARLY MODELS with the 


attendant high depreciation. 


all competitors. 


ECONOMY OF OPERATION which is the despair of 
No other American car can be operated 


for less than three times the Austin expense. 


which, of course, 


MAINTENANCE of that ECONOMY, by low weight, 
means MATERIALS of only the 


HIGHEST POSSIBLE QUALITY. 


& Insurance of LONG, TROUBLE-FREE LIFE by that 
same super-quality material. 


5 ONLY ONE CHASSIS SIZE, with four body types 
which meet all trade requirements, 
THE FAIREST DEALER FRANCHISE IN THE 


INDUSTRY. 
deposit required. 
trary shipment. 


No annual specifications demanded. 
No high pressure salesmen. 
100% factory co-operation. 


No 
No arbi- 


FACTORY AT BUTLER, PENNA. 


All Models 


2241 South Michigan Avenue 


AMERICAN AUSTIN CAR CO. 


Headquarters: 
Great Northern Hotel | 








QUIET 








gets went their sales. The most 
extravagant among them, the 
manufacturers of building spec- 
ialties, reduced their outlay to 
6.75 per cent of sales volume in 
1933 and this included the many 
innovations placed on exhibition 
in the modern houses at the 
World’s Fair for the first time. 


“Any product worth the price 
of labor is worth advertising and 
has to be advertised to win its 
place in the market.” 





Delco Heat Co. 


Held “Get Set” 
Party Last Week 


Newark, Jan. 30.—A convention 
was held at the Robert Treat 
Hotel, on Monday evening, Jan. 
22, by the Delco Heat organiza- 
tion of Northern New Jersey, 
through the collaboration of the 
Delco Appliance Corp. of Ro- 
chester, New York, and the Gen- 
eral Appliance Corp., distributors 
for the New Jersey trading area. 

Several new models of Delco 
Harmonized Boilers were un- 
veiled. These together with the 
inspiring talks by officials pres- 
ent, lent this “Get-Set” meeting 
a general air of enthusiasm and 
optimism, which presage great 
activity and success in this line 
for the coming year. 

Charles B. Drew and E. A. Ed- 
munds of the General Appliance 
Corp. were in charge of the meet- 
ing. Factory representatives in- 
cluded: E. A. Halbleib, president, 
Elmer Sylvester, general sales 
manager, J. L. Sedwick, adver- 
tising manager and W. B. Mon- 
tague, sales promotion manager. 

General Appliance Corp. was 
highly complimented for its out- 
standing performance for the 
year just passed and was greatly 
pleased to hear that it is one of 
the foremost distributorships for 
Delco Heat products in the 
country. 

The growth of Delco Heat in 
the northern part of New Jersey 
and the southern part of New 
ork is remarkable. At a meet- 
ing held in the middle of 1933, 
this territory was represented by 
about 35 men. 

Charles B. Drew, vice president 
and general manager of the Gen- 
eral Appliance Corp., feels con- 
fident that the company and its 
dealer organization will com- 
pletely dominate the automatic 
heating field by the middle of 
this year. 


WE HAVE BEEN AND 
ALWAYS HOPE TO BE 


Causy Prey 


FOR GAUGE SALESMEN 


It nas become almost a “fetish” at the Hyatt factory 


to use every available aid for safeguarding quality 


—and we have gauges at almost every elbow, now 


—but if a few more will help us to manufacture 


longer life into Hyatts—we want them. 


And that is why most users want Hyatt Roller Bear- 


ings. They know we leave nothing undone to assure 


them of a source of bearing supply in keeping with 


the excellence of their own product. Hyatt Roller 


Bearing Company, Newark, Detroit, Chicago, 


Pittsburgh, Oakland. 








HYAT 1 


ROLLER BEARINGS 
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Aid to Federal Employes 
Boosts Washington’s Sales 


By WILLIAM ULLMAN 


Washington, Jan. 30.—With at-, take payless furloughs for inter- 
tendance running between 60 and | vals of such duration as to make 
70 per cent ahead of the corre-| the actual loss of pay as much as 
sponding days last year, Wash- | 25 to 50 per cent in thousands of 
ington’s 14th Annual Automobile | cases. 

Show is away to a start that has 
raised enthusiasm to a pitch un- 
equalled since 1929. Even more 
heartening to the trade is the cir- 
cumstance that sales on the floor 
of the Auditorium, where 22 
makes of passenger cars are on 
display, are running far ahead of 
any year since the 1929 exposition. 


In establishing this record of 
success, the National Capital 
show merely is conforming to the 
general pattern of performance 
in all large cities. The result, 
however, is not the entirely logi- 
cal one that it would seem to be 
in the opinion of the extremely 
gratified members of the Wash- 
ington Automotive Trade Assn. 


Prior to the opening of the 
show, there was some trepidation 
as to the public response to the 
new offerings. It was due pri- 
marily to the determination of 
the administration to continue in 
effect until July the 15 per cent 
r cut for federal employes who 

oer between 70,000 and 80,000 

who constitute the bulk of 
ase consuming public in the na- 
tion’s capital. 

At present, there are indica- 
tions of a slight modification of 
this policy. By mere coincidence, 
they were announced simultane- 
ously with the opening of the 
Automobile Show and are re- 
garded by local dealers as a de- 
cided factor in putting the Wash- 
ington public into step with the 
rest of the country in a genuine 
and hearty welcome for the new 
model motor cars. 

Although the national capital 
was hit later, perhaps, than the 
rest of the country, the reduction 
in federal payroll has wrought a 
sharp curtailment in all lines, 
among which the automotive 
trade has been a chief sufferer. 
It is pointed out by business an- 
alysts that the actual reduction 
in consumer income is far greater 
than that represented in the mere 
15 per cent reduction in pay. In 
addition, the records show, fed- 
eral workers have been forced to 




















































Moreover, thousands of federal 
workers in the capital have been 
called upon to support dependents 
“back home” who under normal 
circumstances would be economi- 
cally self-sufficient. With signs 
of relief in this direction as con- 
ditions improve and with the 
prospect of a partial restoration 
of pay, those who compose the 
major part of the Washington 
automotive market are flocking 
to the show in greater number 
than had been anticipated. 


Predictions of final attendance 
at this point in the show’s prog- 
ress place it at 50 per cent above 
the 1932 mark. 








Two Hundred 
Hupp Dealers 


At Luncheon 


(By Teletype from Chicago) 

Chicago, Jan. 30.—Two hundred 
Hupmobile dealers and sales ex- 
ecutives attended a _ business 
meeting and luncheon held at the 
Stevens Hotel today and heard 
highly encouraging reports of the 
business outlook for the immedi- 
ate future. The meeting was ad- 
dressed by Charles D. Hastings, 
president; Rufus S. Cole, vice- 
president in charge of sales of 
the Hupp Motor Car Corp.; 
Charles E. Gambill, Chicago dis- 
tributor; W. S. Burrus, sales 
counsel and Fred Dickinson, vice- 
president of the Lennen and 
Mitchell advertising agency. 

All of the speakers stressed 
the fine trade and public accep- 
tance of the new Hupmobiles for 
1934. Not only have more dealers 
expressed their interest than for 
years, but a number of contracts 
have been signed during the cur- 
rent week with additional distrib- 
utors and dealers for important 
points. 

The sales and advertising drive 
to be placed behind the new lines 
for this year was outlined. A 
vigorous and comprehensive cam- 
paign of sales promotion has been 
planned. The meeting was highly 
indicative of the enthusiastic at- 
titude which is permeating the 
hupmobile organization since the 
introduction of the new model 
cars just prior to the New York 
Show. 


WHERE CAN 
YOU BUY 

ABETTER (, 
TRUCK THAN & 


Federal trucks embody the superior per- 
formance, dependability and long life that 
is expected only from motor trucks of the 
highest quality. Yet their cost is but slightly 
more than some of the cheaper trucks of 
lighter construction. 


The quality and reserve strength of Federal 
trucks are evident in every part and unit. 
Each model has a powerful, 6-cylinder, 
7-bearing, heavy-duty truck engine. Frames 
are heavy fish-belly type (81” deep on the 
114-ton model). Full floating rear axles are 
used exclusively. All other parts are designed 
and built for severest truck service. 


S-s-s-r-r-rip: 





“Music in the air” would have made a better caption for this, per- 
haps, but then we couldn’t of had our little joke. The moral of this 
picture is that more automobile men will be able to eat this year than 


were able last year and you should learn gobble gumbo with grace. 
H. H. 


Grant (General Motors) shows how it should be done, and A. W. 


W. F. Hufstader (Buick, left) shows how it can be done. 
Gilpin’s (Pontiac) smile indicates how it was done. 










low chassis lines. 


DETROIT, MICHIGAN 
CANADIAN FACTORY—WINDSOR, ONT. 


S-s-s-l-l-up! Thup! |Car Prospects 


From Ranks of 
Old Car Owners 


(By Teletype from Chicago) 

Chicago, Jan. 30.—‘The people 
who bought automobiles in 1928 
and 1929 are now preparing to 
trade them in for new cars,” 
Walter R. Morse, regional man- 
ager for the Plymouth Motor 
Corp. said today in discussing the 
activity at the Automobile Show 
this week. 

“It is interesting to note that 
more than half the people who 
have signed up for demonstra- 
tions of the 1934 Plymouths, own 
cars built in 1928 or 1929,” he 
said. 


“This indicates to us, at least, 
that these motorists have de- 
cided that the time is ripe for 
them to invest in a new car, and 
we in Chicago are looking for- 
ward to even greater sales in- 
creases this year than we en- 
joyed in 1933.” 





Finest Quality Truck Construction 
Plus New Modern Style At Popular Prices 


The new Federal models are smart, sleek- 
looking vehicles that any operator would be 
proud to own. The new modern truck style 
created by Federal is featured by a hand- 
some, sloping, V-type, chrome-plated radi- 
ator—chrome-plated headlamps, twin 
horns and front bumper—long streamline 
hood and cowl—wide sweeping fenders and 


Compare the new Federal models point by 
point with cheaper trucks and judge for 
yourself if they are not worth the slight 
difference in price. Compare them, too, with 
the more expensive trucks and see what 
exceptional value they offer. 


DEALERS: Truck sales increased 48 per cent last year and are still improving. Now is the time to 


consider the truck business. The salability of the Federal line and the opportunity offered by 
a direct connection with this Company should interest you. Let us give you complete details. 


FEDERAL MOTOR TRUCK COMPANY 
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A Picture Speaks Louder than Words 


New Money Puts New Life 


Into Rural 


Chicago, Jan. 30—A review 
published by the Corn Belt Farm 
Dailies affords a good view of the 
new spirit that is evidenced 
throughout the rural sections of 
the country. This renewed vigor 
is the result of the flow of federal 
monies that has been poured into 
these communities. The review 
states: 

“A notable and significant 
change has occurred among the 
people on the farm. An opti- 
mistic feeling finds free expres- 
sion, and of course there is a 
foundation for it in a number of 
developments. 

“Two of these are outstanding 
in their effect. The first is more 
money in circulation, right where 
people can see it and feel it; the 
other is confidence in the outlook. 
The result is most encouraging, 
for when people begin to feel bet- 
ter they begin to plan for the 
future, to make investment com- 
mitments, and to buy. 

“The CWA money perhaps 
should have the credit for serving 
as the starter, no matter what the 
ultimate fate of this project may 
be. Not that there was so much 
of it, but it has gone into many 
hands in every community, it has 
taken families off the relief rolls, 
it has been spent locally, and it 
has instilled hope where there 
was nothing but discouragement. 
Then farmers have received cer- 
tain definite benefits — mortgage 
relief, halting foreclosures; crop 
and live stock reduction bonuses; 
loans on corn and cotton; new 
credit facilities; and government 
buying to strengthen markets. In 
the main, the effect of these ben- 
efits is just being felt. They will 
put a good deal of new money 
into farmers’ hands, and if in the 
meantime general business makes 
some headway, improvement will 
prove to be continuous, and we 
shall again play host to a well- 
founded prosperity. 

Relief Measures 

“As a buyer, the government 
has been, and in some cases still 
is, in the market, for such prod- 
ucts as wheat, hogs, cattle, sheep, 
butter and eggs, all for relief 
purposes. It is probably true that 
destitute families have thus fared 
better than they otherwise would, 
and if so the buying and distrib- 
uting of these foods by the gov- 
ernment has resulted in some in- 
creased consumption and _ thus 
real relief in over-burdened mar- 
kets. In the hog market, the gov- 
ernment is still buying hogs, and 
the total will run into the hun- 
dreds of millions of pounds before 
present contracts are completed. 
Such buying is now accounting 
for around 23,000 hogs a day, as 
it has for the past four weeks. 
Packers slaughter the hogs and 
cure the meat in convenient sized 
packages on a fee basis. 

“On the basis of contracts to 
reduce production, farmers are 
receiving cash benefits, or bo- 
nuses, in the case of hogs, corn, 
wheat, cotton and tobacco, with 
agitation going on to extend the 
list. 

“The corn-hog reduction con- 
tracts are being signed by the 
thousands every day right now. 
It is a single contract covering 
both products. And it means 
quite a substantial bit of cash for 
the larger live stock producers. 
Thus take a farmer who is pro- 
ducing 200 hogs and 200 acres of 
corn a year. His total cash ben- 
efit would be $1,350. This is 
above the average, but we have 
some producers growing as many 
as a thousand hogs a year. It is 
not necessary to predict that 
most farmers will sign the con- 
tract, though a few will hold out 
as a matter of principle. 


Estimate of Benefits 

“A tabulation herewith gives an 
estimate of the possible total cash 
payments on four basic crops. 
There can be no such thing as an 
exact tabulation, as yields on in- 
dividual farms must serve as the 
basis for the final figures. 

“The theory, of course, is that 


Communities 


the processing taxes will be col- 
lected from consumers to pay 
farmers these bonuses, and that 
price levels will advance as pro- 
duction decreases. The fact is 
that farmers themselves are pay- 
ing and will pay the processing 
taxes, in reduced prices; but even 
so they may in course of time be 
well paid for putting money from 
one pocket into the other, at some 
expense, if the result is a sus- 
tained higher price level. 


Corn Loans 

“Loans on corn sealed in farm 
cribs are also serving to put con- 
siderable ready cash into circula- 
tion. So far Iowa leads the other 
states in making such loans, with 
about $32,000,000 to date loaned. 
The average of over 51,000 loans 
in Iowa is $625 per borrower. 

‘It is government money which 
the corn farmer is borrowing, at 
the rate of 45 cents a bushel. The 
corn is to remain under seal until 
the first of next August. The 
effect is fixing the price of corn, 
and this is working some hard- 
ship on large live stock feeders 
who are under the necessity of 
buying corn now. 

“Most of the loaning activity to 
date has been in Iowa, Nebraska 


and Illinois. It is to be doubted 
at this time whether over 200,000,- 
000 bushels will be sealed to se- 
cure these loans. That is less 
than ten per cent of the total 
corn crop. Reckoned that way it 
seems rather unimportant. But 
it may prove to be an important 
price factor when the corn is re- 
leased from seal next August. 
The reason is that when the gov- 
ernment takes possession of the 
corn at that time, which it will 
have to do unless the price moves 
to a higher level and the farmer 
sells out to take advantage of the 
gain, which he is at liberty to do, 
then this corn will move into 
commercial channels, and _ the 
commercial use of corn during an 
entire year amounts to less than 
400,000,000 bushels. The market 
may therefore be confronted with 

| 200,000,000 bushels of this govern- 
ment corn with only three months 
of the crop year left in which to 
use it. 


“Into one rural bank, we are 
told, around $100,000 of corn loan 
money has flowed. Of this, about 
$90,000 stayed right there, to meet 
obligations on loans, some of 
them of long standing. Then 
some, if not all of the $90,000, has 
gone on to the RFC to pay off 
what the bank owes there. From 
the government back to the gov- 
ernment. But in the meantime, 
the farmer has received what 
amounts to a good price for his 
corn, the bank’s liquidity has been 


Estimates of Benefits in Wheat, Cotton, Corn and Hog 


Reduction 


Programs 


POSSIBLE BENEFIT PAYMENTS 


WHEAT 


COTTON 


HOG 


CORN 











PROGRAM PROGRAM PROGRAM PROGRAM TOTAL 
Alabama a $ 9,724,492 $ 2,180,000 $ 183,750 $ 12,088,242 
Arizona jaee 21,000 265,717 37,350 90,000 414,067 
Arkansas 2,000 10,479,776 2,089,000 4 13,467,026 
California 1,086,000 166,457 189,000 3,867,707 
Colorado 2,318,000 802,000 1 5,347,500 
Connecticut 132,300 26,250 158,550 
Delaware 89,000 256,000 22,500 367,500 
Florida 263,268 345,000 667,500 1,275,768 
Georgia ‘ 8,001,598 2,279,000 1,233,750 11,514,348 
Idaho 3,464,000 129,150 1,076,250 4,669,400 
Illinois 2,318,000 20,861,000 20,718,750 43,897,750 
Indiana 1,113,000 9,994,000 2,270,000 23,377,000 
lowa 551,000 29,501,000 47,302,500 77,354,500 
Kansas . 24,285,000 3,181 8,248,000 11,917,500 44,453,681 
Kentucky 254,000 35,945 3,967,000 1,473,750 5,730,695 
Louisiana 4,925,878 1,048,000 697,500 6,671,378 
Maine 41,820 78,750 120,570 
Maryland 811,000 1,000,000 157,500 1,968,500 
Massachusetts 91,200 258,750 349,950 
Michigan 245,000 2,730,000 2,103,750 5,078,750 
Minnesota 1,709,000 19,580,000 18,161,250 30,450,250 
Mississipp tee i 9,371,811 1,926,000 251,250 11,549,061 
Missouri 1,543,000 1,835,187 10,867,000 16,226,250 30,471,437 
Montana 6,483,000 159,000 641,250 7,283,250 
Nebraska 426,00 14,608,000 22,466,250 43,500,250 
Nevada 29,000 2,880 37,500 69,380 

New Hampshire 33,600 18,750 2.3 

New Jersey 413,000 187,500 600, 
New Mexico 407,000 81] 181,000 150,000 600,500 
New York 40,000 1,241,000 206,250 1,487,250 
North (Carolina 141,000 2,832,555 2,080,000 337,500 5,391,055 
North Dakota ‘ 14,633,000 1,616,000 2,748,750 18,997,750 
Ohio 1,607,000 7,142,000 10,337,500 19,086,500 
Oklahoma 6,391,000 11,816,721 3,886,000 2,392,500 24,486,221 
Oregon 2,777,000 123,000 720,000 3,620,000 
Pennsylvania 210,000 2,801,000 693,750 3,704,750 
Rhode Island 21,060 3,750 24,810 
South Carolina 4,737,023 1,726,000 393,750 6,856,773 
South Dakota 5,229,000 4,131,000 7,440,000 16,800,000 
Tennessee 129,000 3.341.764 3,511,000 1,222,500 8,204,264 
Texas 5,500,000 43,127,942 5,948,000 2,013,750 56,589,692 
Utah 613,000 33,210 157,500 803,710 
Vermont 156,000 48,750 204,750 
Virginia 548,000 130,047 1,599,000 442,500 2,719,547 
Washington 5,001,000 79,560 576,250 5,656,810 
West Virginia 72,000 679,000 48,750 799,750 
Wisconsin 42,000 4,873,000 6,656,250 11,571,250 
Wyoming 388,000 123,000 258,750 769,750 
Total $96,475,000 $111,422,373 $166,462,000 $200,666,500 $575,025,873 


are cordially invited 


to drop in and see us at 


CONGRESS HOTEL 
Rooms !|-40-42-44 


RYERSON and HAYNES, Inc. 


JACKSON, MICH. 


Manufacturers of: 


METAL TIRE COVERS 
WHEEL SHIELDS (PANTS) 
SPECIALLY DESIGNED ACCESSORIES 
STAINLESS STEEL MOULDINGS 
PRODUCTION PARTS 


L. S$. HAYNES 


CREIGHTON W. RYERSON 





FRED C. BURNETT 
F. E. BEACH 








We ask you, are they interested in the new Plymouth independent 


springing? We 


improved—-a matter of no little | 


concern to the community—and 
the RFC balance will look that 
much better. And of course, 
whatever loss is involved along 


the way will be borne by the tax- | 


payer, eventually. 


Total of Benefits 

“It is impossible to estimate the 
total benefits to farmers, or the 
cost to the government; the for- 
mer because no one can tell to 
what extent farmers will take ad- 
vantage of offers, or just what 
should be included; the latter be- 
cause there is no way to deter- 
mine what will be repaid on 
loans. But the figure $1,800,000,- 
000 is being used to express the 
total of the government outlay. 


“In addition to this the official 
government estimate puts the 
1933 farm income at $6,100,000,000, 
against $5,143,000,000 for 1932. The 
1933 figure does not include crop 
reduction benefits. Thus it is evi- 


| 





are asking you. 


dent that returns on their own 
efforts must always mean more 
to farmers than any possible con- 
tribution from the richest govern- 
ment in the world. 

“It now seems probable that the 
1934 income will make a much 
better showing than that for 1933. 
At least the year is starting off 
much better, and there are indi- 
cations of smaller supplies which 
should mean higher prices. 

“Some comparisons with a year 
ago are revealing: 


1933 1934 
Cattle- Steers (avg.) $4.85 $5.55 
Hogs (avg.) 3.25 4.45* 
Lambs (avg.) 6.00 8.90 
Corn 24 54" 
Wheat 48 1.12° 
Oats i ‘ 17 .37 
“Includes processing tax 


“In hogs, wheat and corn prices 
for this year the processing taxes 
are included because products are 
moving into consumption on the 
basis of costs including the tax 
charges.” 





@sooa desigm sells cars... 
good performance keeps them sold! 


New Departure Ball Bearings are a real help on 


both counts. 


New Departure engineers, utilizing 


unlimited resources for research and development, 
apply their originality to find new, simpler and better 
installations. » » » And New Departure Ball Bearings, 
made of the finest steels, to the closest precision 


limits, give a performance absolutely unequalled by 


any other bearing. » » » The New Departure Manufac- 
turing Company, Main Office and Works, Bristol, 


Connecticut. 


Branch Offices at 122 South Michigan 


Avenue, Chicago, Illinois, and Detroit, Michigan. 
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Chris 


(Continued from Page 1) 
having a second opportunity to| a whole week a year ago, and he 


see the Fisher style show and to 
meet the guest of the occasion, 
Miss Margit Nielsen, famous soap 
sculptor. 

Being there gave Sam Fuson 
his cue to take the columnist 
across the street to the General 
Motors exhibit in the Stevens to 
inspect the “manufactured smoke” 
that is being used to demonstrate 
the Fisher no-draft ventilation 
system. The smoke is used in a 
new Pontiac to demonstrate the 
manner in which adjustment of 
the ventipanes controls the flow 
of air currents through the car 
to achieve the exact kind of ven- 
tilation desired by the occupants. 
As the angles of the ventipanes 
are changed or the windows 
raised or lowered the wisps of 
smoke change their direction 
accordingly. 

That part of it was all right, 
but where I became baffled was 
when I tried to find where the 
smoke comes from, how it works 
and things like that. Sam 
wouldn’t tell—it’s a chemical se- 
cret that Fisher treasures and 
keeps to itself. 


*” * + 


COME TO TOWN for the 
NADA meeting are Bill Hughson 
and T. F. Kilmartin from the 
Pacific coast, the former the 
oldest Ford dealer in the United 
States and who hails from San 
Francisco, and the latter presi- 
dent of Northern California Mo- 
tor Dealers’ Assn. And it was 
natural that Martin Pulcher, 
president of Federal Truck, 
should be on the welcoming com- 
mittee. And it was just as nat- 
ural that the three of them should 
sit down and list what they con- 
sider are the benefits that come 
out of the used car code, which 
they think include less selling 
cost; increased incomes for sales- 
men; dealer profits; dealers can 
stock additional cars; dealers can 
handle larger turnovers; dealers 
can handle larger stocks of sec- 
ond-hand cars; the whole plan 
will give manufacturers a larger 
volume, and lastly, all this will 
put more men to work. 

« + * 


PEEPING INTO HUDSON'S 
dealer school in the Blackstone, 
which unquestionably is one of 
the features of show week, I meet 
up with Jack Fuller, one of the 
real honest-to-God pioneers who 
is head of the Fuller Auto Co. of 
Cincinnati and, of course, a Ter- 
raplane-Hudson distributor. And 
Jack was bubbling over with en- 
thusiasm about the recent Cin- 
cinnati show which brought out 
more people in four days than in 


NEW LOW 
PRICES! 


1:-2: TON 


REO 


SPEEDWAGON 


FAMOUS 6 CYLINDER 
GOLD CROWN ENGINE 


FULL-FLOATING AXLE 
BIG FRAME 
HYDRAULIC BRAKES 
HEAVY DUTY TIRES 


YOU CAN'T MAKE A BETTER 
INVESTMENT IN TRUCKS! 


3 WRITE FOR FOLDER 
¢™ AND SPECIFICATIONS 
REO MOTOR CAR CO. 


LANSING, MICHIGAN 


RED TRULAS 





was feeling just as excited over 
Terraplane-Hudson possibilities. 


Crude Rubber Shipments | 
Gain 15,000 Tons in Dec. | 


Washington, Jan. 30.—Ship- 
ments of crude rubber from the 
Dutch East Indies in December 
totaled 35,041 tons, against 20,670 
in December, 1932. For the full 
year, shipments were 319,417 tons, 
against 230,107 in 1932. 

Aggregate shipments from 
Malaya, the Dutch East Indies 
and Ceylon in December were 81,- 
476 tons, compared with 55,868 in 
December, 1932. For 1933, ship- 
ments from these three regions, 
accounting for most of the world’s 
rubber supply, were 788,901 tons, 
compared with 665,309 tons in 
1932. 











Toledo Business Shows 


General Gain of 7.8% 


Toledo, Jan. 30.— The Toledo 
Business Review, issued by the 
college of business administration 
of the University of Toledo, esti- | 
mated that Toledo business in| 
1933 gained 7.8 per cent over 1932. | 
It is reported a revival in the} 
automotive trade in Toledo with | 
75 per cent more cars sold last 
year than in the year previous. 
The nine most important indices 
were used as the basis for the 
average. 


Chinese Go Gangster and 
Smash Foreigners’ Cars 
Chinkiang, China, Jan. 30.- 
Twentieth century competition in 


the form of automobiles led the | 
Jinrikisha men of Chinkiang to| 


strike Monday and to destroy ma- | 
chines brought in by the “foreign | 
devils.” Hundreds of ragged} 
“Ricksha” men destroyed at least | 
a dozen automobile trucks and | 
damaged the business places of | 
motor car dealers. 


Dollar Value 
Of 1933 Sales 
22.4% Over 732 


(Continued from Page 1) 
practically all of the manufac- 
turers released their new models 
during January of this year, in- 
stead of one to three months 
earlier, as had been the practice 
for the last several years.” 


The dollar value figure was ob- 
tained, it was explained, by multi- 
plying the number of car sales by 
the average price, worked out 
through figuring the percentages 
of registrations by make, model 


| and price. 


In the presentation of the fol- 
lowing table, the Bureau of 


| Foreign Trade points out that 


changes in the indexes of dollar 
values given should not be ex- 
pected to coincide with those pub- 
lished regarding factory sales in 
terms of the number of vehicles. 


The following table presents! 





om pegs 
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comparative figures relating to 
daily average dollar sales for De- 
cember and November and with 
the previous December for the 
years 1931 and 1932: 


Percentage changes from 
November December December 
1931 


(same year) 1932 
December 1933 —47.2 9.7 —49.5 
cen 1932 - 9.7 eoee 
1931 11.8 
1938 6.6 
se 1929 —26.8 eevee eees 
This estimate of automobile 


sales is one of a group of month- 
ly retail sales value indexes by 
means of which the Department 
offers its aid to industry in trac- 
ing the movement of goods into 
the hands of the consumer. 


Chemical Study 


Richmond, Jan. 30 (UTPS).— 
Twenty-one chemists will make 
tests at Johns Hopkins University, 
Baltimore, under the civil works 
administration, to seek the elimi- 
nation of carbon monoxide fumes 
from motor vehicle exhausts or 
to reduce the danger from these 
gases. The work will be con- 
ducted under the supervision of 
the members of the university 
faculty. 


ROVING ground performance put Eclipse Brake 
Lining as original factory equipment on a great 
number of American made cars for 1934. 


These cars, in owners’ hands, will stop better and will 
give longer brake lining service. When the time finally 


comes for renewal of brake lining, these owners will want 
Eclipse Brake Lining because of its proved superiority. 


Dealers, jobbers, and service stations prepared to fur- 
nish Eclipse Brake Lining will find selling easier. Write 
for quotations and specifications. 


MARSHALL ASBESTOS CORPORATION 
General Offices and Factory: Troy, New York 


cll. 


LINING 
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New Commercial Car Registrations, by Makes and States for Twelve Months, 1933-1932 
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Detroit, Jan. 30.—“The Detroit 
Automobile Show, just ended, was 
the most successful Detroit show 
in our history from a standpoint 
not only of public interest—but, 
more important—sales and pros- 
pective buyers,” it was stated here 
last night by Byron Foy, presi- 
dent of the De soto Motor Corp. 

“This was the finest Detroit 
show I’ve ever seen,” Mr. Foy 
said, “Crowds were greater than 
ever before, and more interested 
buyers were apparent. 

“Despite the fact that it was 
almost impossible to give demon- 
stration rides, our sales to the 











public this year were double of 
those last year. 

“The tremendous public inter- 
est shown in the Airflow De Soto 
cars at the Detroit, New York 
and other shows throughout the 
country has completely assured 
the general public acceptance of 
the new Airflow cars. After each 
show there comes a renewed flow 
of dealer orders, indicating the 
reaction of public demand for 
demonstrations in the new cars. 

“Demonstrations booked at the 
De Soto exhibit this year were 
more than three times the dem- 
onstrations arranged at the show 


a year ago,” he concluded. 











Toledo Firm Can 
Run Two Years 


On Back Orders 


Toledo, Jan. 30.—Sufficient con- 
tracts are on hand at the Hall 
Mfg. Co. here to keep the plant in 
operation for two years, accord- 
ing to announcement by Ernest 
A. Hall, president. Production 
and service machinery for valve 
seat grinding in hardened valve 
seats are manufactured by the 
' company. 

Working in night and day shifts, 
a staff of 150 persons is employed 
in the factory. Orders now are 
being filled for the Ford Motor Co. 
and European automobile manu- 
facturers. 

A contract was received recent- 
ly for the Citreon Motor works in 
France and Hall processes have 
been adopted by The Renault Co. 
of France and the Daimler-Benz 
motor works in Germany, Mr. Hall 
said. Machinery is being shipped 
by the company to various parts 
of the world, including China, 
Japan, Africa, India and Australia. 


Displays at Stevens 
Chicago, Jan. 30.—The Watts- 
Morehouse Mfg. Corp., Jackson, 
Mich., and the George C. Knight 


Co., Detroit, are displaying at 
the Stevens Hotel during the 


Auto Show. 


American Truck Exports 
Set Record December Total 


(Continued from Page 1) 


ures for 1932, the total of truck | 
exports more than trebles the rec- | 
ord set up the previous year, and | 
is more than twice as great as | 
that for November of 1933. 

Passenger car exports during 
December were 2,969 units. The 
figure compares favorably with | 
the record for December, 1932, | 
when exports numbered 2,712 
units, but less so with the Novem- | 
ber total of 3,438 cars. 

The marked increase in foreign 
truck demand, however, lifted 
total exports for December, 1933, 
to 9,416 units, which compares 
with 6,597 for November, 1933, and 
4,929 for December, 1932. 








11,376 Visitors 
Crowd Special 


Chrysler Show 


(Continued from Page 1) 


temperatures on Monday, there 
was a slight falling off, the offi- 
cial count showing 4,505. 


The exhibit comprises six cars, 
custom Imperial sedan limousine, 
Airflow Imperial coupe, Airflow 
Imperial sedan, Airflow’ eight 
brougham, Airflow eight sedan 
and new Chrysler six. The talk- 
ing picture “Fashioned by Func- 
tion,” which explains in an inter- 
esting and dramatic way the why 
and wherefore of the Airflow de- 
sign, is a popular feature of the 
exhibit. Run as a continuous per- 
formance it fills the improvised 
theatre all day. 


Not only is the attendance good, 
but the demand for demonstra- 
tions is brisker than veterans of 
the company ever remembered. 
Even on Monday, when almost 
everyone wanted to stay indoors, 
the Airflow demonstrators were 
constantly busy. 




























Pittsburgh Scrap Price 

Pittsburgh, Jan. 30.—Steel scrap 
prices are unchanged with No. 1 
heavy melting quoted at $13.25 to 
$13.75 a ton. 
















It was Spain which provided 
the strongest of the foreign truck 
markets during the record-mak- 
ing month. That country took 
751 units, nearly treble its total 
purchases both for the preceding 
month and for the corresponding 
month in 1932. Other markets 
showing a stronger demand were 
British India, Union of South 
Africa, Argentina, Belgium, Den- 
mark, Brazil, Sweden, Australia, 
and China. 

The passenger car found its 
strongest export markets in the 
Union of South Africa, Nether- 
lands, Australia, Belgium and the 
Philippine Islands. 
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De Soto Sales at Detroit 
Double 1933 Says Foy 


such a background you sensed 
that no man could be satisfied 
in business if it consisted only of 
rigid rules of conduct and pro- 
cedure. Had it offered nothing 
more, Mr. Grant surmised that, 
instead of being where he is, 


(Continued from Page 4) 
where this side of heaven. Mid-| Garret rect | een 8M obscure 


way through the meal the room s & 6 
had taken on the warmth and 


“_-a word in 


edgewise’’ 
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sides and the fine balance of 
successful business men. One 
sensed the breadth and depth of 
them. And one knew that busi- 
ness had a soul above and away 
from the wall charts and the 
ledgers. 
* * * 


“YOU MEN,” continued Mr. 
Grant, “you publishers and adver- 


















mellowness of a hunting lodge 
at night, when pine logs are 
crackling in the great stone fire- 
place. In this atmosphere, Mr. 
Grant rose to speak—the same 
“Dick” Grant who holds all 
medals for oratory in the indus- 
try. 


* * * 


HE SPOKE of Chinese tea and 
clipper ships. He told how his 


“IN THE BOOK, ‘Morgan, the 


Magnificent,’” said Mr. Grant,| tising men, furnish us with our 
“he is quoted as saying that to| escape. You represent the in- 
come to the highest point in busi-| tangibles. You enable us to get 


above and beyond the prosaic 
and mundane. You elevate us 
out of the sphere of the T-square 
and the budget. “You represent 
able you to touch poetic heights.| that touch of artistry, and may 
They furnish an outlet for the| you always do so.” 
dreamer in you. : « «6 

“Business is necessarily more 


ness a 
needed. 
“The intangibles in business 
provide the romance. They en- 


touch of artistry was 


















than the mere application of the 

T-square, the slide rule and 

budgetary control.” 
+ ok 


father and grandfather and other 
Grants had sailed before the 
mast, even as had those vikings 
whose countries sent us Knudsen, 
and Jacobsen and others of their 
kind. He told of the house at 
Ipswich, Mass., where he was 
born—a house built in 1634 and 


+ 


EVERY MAN in the room felt 
an emotional surge up his spine. 
Every scalp was tingling. Rich- 
ard Grant was selling—but this 


still standing. He touched on| time it was the romance of 
moss-covered manses and _ the! business. 
boom of mainsails. And with One began to see the many 


BENDIX AUTOMOTIVE 


Bendix New Equal-Action Mechanical 
Brakes 

Bendix B-K Controlled Vacuum Power 
Brakes 

Bendix B-K Automatic Clutch Control 

Lockheed Hydraulic Four Wheel Brakes 

Bendix Drive—"The Mechanical Hand 
that Cranks Your Car” 

Bendix Startix——The Automatic Starter 


Control 








HE SAT DOWN. There was 
that hush which comes when 
hearers know instinctively they 
have listened to words that live. 
Then came that spontaneous ap- 
plause, the rush to congratulate 
and the clink of glasses to lusty 
crys of “Skoal.” No man who 
was there will ever erase last 
night from his memory. Skoal 
again.—G. M. S. 


1934 models of every make 


of motor car in America carry 
one or more component parts 


of Bendix manufacture 







ORE than 50 million ¢ars have been 

equipped with Bendix Products. This 
trust of the entire industry is a valued 
asset of the Bendix organization. 





PRODUCTS 





Bendix Stromberg Carburetors 
with Automatic Choke Control, 
Automatic Heat Control and 
Automatic Non-Stallable Idling 


Bendix-Scintilla “Vertex” Automotive 
Magnetos 

Bendix-Cowdrey and Bendix-Feragen 
Chassis Inspection, Wheel and Frame 
Alignment, and Brake Testing 


Control 
Bendix-Westinghouse Automotive Air Equipment 
Brakes Eclipse Brake Lining 


Bendix-Westinghouse Air Horn 

















PRECISIVN BEARINGS 


BALL RYLLER AND THRUST 


NOUKRMA-HOFFMANN BEARINGS CURPORATION. STAMFORD. CONN. USA 


CHICAGO SHOW HEADQUARTERS—STEVENS HOTEL 


CHICAGO - SOUTH BEND - 





Bendix Seamless Flexible Metallic Tubing 






BENDIX AVIATION CORPORATION 
NEW YORK 
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Maryland 33 | 4° 49| 54) 1477) 42) 620) 15) 746) 156) 17] 368) | 54! 5| 38) 4| | 7| 42) ~ 55] 2} 63[ 3818 
‘32 | 65| 60/1031) 25' 171{ 25| 875| 126) 21] 304) 2} 46 2; 73 3] 6| 28] 40] 8} 42] 2953 
a 33 | 5, 176, 64, 2972) 141| 1278| 62| 2929 397, 45) 735) 21| 140) 8} 233) 40) 3} 37) 61| 71 4| 89 9511 
i 32] 124 45| 1811] 82] 340] 62] 3190| 493) 27| 448] 14] 102): 4] 206) {| 15] 59 68} 100 18| 82 7290 
Michigan 33 | 2 | 3250, 35, 1537|  131| 2760, 278| 11| 728| 4| 20) 2| 158) 12 " 3} 50) 17] 6| 80 9085 
es 32 | | 2 | 2018} 25] 339] 102) 2862) 189] 7| 417] 7| 8| 3| 142) | 1} 142{ 21{ 31] 91 6402 
Siiancsote 331 2 14) 2573| 169| 733) 63] 1358| 56 5| 533) 2| 18| 75| 15 1| 35) 7| 5| 58 5722 
; 321 | 4| 1774| 125] 274| 41 1666| 104| 7| 516] 5| 37 | 100| 5 5| 92) 31 31 35 4858 
Mississippi ’331) Report not yet completed | | | | | | | | 
cl ‘32] | _ | 625] 1] _—22| _ —s8|_—634|_ 23] S| 4a 2| 1) me | __ 7| 2| 2) 10 1476 
ila oeaal sy oy "3900 “748| 935) 69| 1752, 203) 58) 1104 +1; 28, «+1 80; 7 3 4, 39, 63} 7 95 8535 
- ‘321 18 3053| 133! 297| 50) 2614| 272) 36) 742 9}  26/ 2| 135) | 10 4} 73) 22) 33) 116 7645 
Montana 33 | 1] 757| 14) 229 1) 629) 11 3) 354 | 7| ar) 2| | | 16 1| 1 9| 2055 
"32 2 352| | 42] 3} 448] 14 2| 216 i 2 | 21 | 15} 5 16 11] 1150 
Nebraska 331 1104 130! 227 1; 700; 53 8| 437 | 7| | 617 2) | | 5 2| 4, 16 2713 
32] | | 757| 28] 59) 4| 746] 61) 6| 328! 9| | 82i | 27| 3} «6 27] 2108 
Nevada 33 | _ 81 | 14 | 90; 15 1| 18) 4| 2| | | 4| 4 3] _s30 233 
_ 32] 1 111) 14 1] 128] 19) 1| 24 4| 3 6 1) 1) 320 
New Hampshire "331 3) 16 674 41 160 3| 595) 39 4 167| 10 19) 6| 17; 11 1) 2) | Ge 1783 
a 32] | 1 _-6|_—-387)_— 44) 86 4| 493] 44 1 61 4 7| | 17] | 12} 12| 1} 18 1152 
New Jersey *33[ 22). #73) 71) 2454 119) 862 38| 1934, 323| 91] 928) 1| 101) 4| 128] 9} 26 36) 74) 13) 94 7401 
32] | 66| 76] 2378) 186] 427| 52] 2505| 328] 59] 569 8} 107! 7| 195] | 12) 50| 75| 152} 384) 219 7505 
N : 331 | 637, 10) 169) | 389, 21 5| 144 l 10 2 | 5| 2 1 1395 
ae ‘32 | _ 295) 9} 17) _1| 401] _6|_—6|_—66 | [| | si . @ 3 817 
New York "33 15| 259) 478) 5868) 640| 2433) 142| 4828) 1011| 161| 2488) 436, 13) 375) 69) 279 239| 21| 276] 20200 
"82 | 334) 394) 5161! 414] 1241| 115] 6347| 923| 64) 1669] | 442) 27/398) 349 196 1087; 100| 628] 19943 
North . 331 108) | 3464, 44) 581) 4| 1569! 101! 18) 523) 29) | 28 4| | 30) 11 1} 82] 6597 
orth Carolina 32] | | | 1618] _10/ 122] 1] 1430 _97]_7|_158]_6{_8!_aj_17 | 6] 26 | 113] 3620 
Nort 33] | 419 6| 140) 1| 284| 14| | 231} l 1] 4 | 7 | 1107 
evth Dekote 32] | 249| 4! 3ii | 257] 14 | 195) 1 2| | 6 | | | 12 71 «8 786 
Ohio "33 19} 76) 2 3840) 202) 1548! 42) 2885) 311| 103] 1296| 1 56 3} 195 46) 1} 31) 99) 135) 50) 209{ 11150 
32 | 48] | 2364) 74) 470) 27| 3444] 3866] 113] 800 6 4.6) 13| 172! 5| 36] 136] 116) 106) 411 8753 
C6 dome 33 7 | [2440| 15| 615| 12) 1141; 58! 19) 550) l 8| 18| 1] | " 7| 18) 6 26 4941 
32 | 1109) | 134) 11] 979) 75) 12] 214] 5) met 14 2 7| 21 2594 
Oregon 33] 6| | | 1349) 6 191; 39| 612) 70; 12| 144 | 7| 2) 11) 2) | | 11 7| | 19 2488 
32] | 426] 1} 57] 16] 669| 75 7; 98 1 3 1} 19 | 10] | 25] 11] 7|_ 25 1451 
Pennsylvania 331 «= 71) «295| + 137| 6869) 418 3003; 96) 4751) 563, 129) 2251) a; 27 6) 423) 77| 9| 182) 204) 128) 26) 135] 19991 
32] | 144] 130] 4654) 128] 1283] 86) 5421] 513|  81| 1458| 19) 200) 11|_ 313, | 81 243) 225) 152| 205) 321) 15618 
Rhode Island 331 4) 10) | 439) 15) 162! 26) 627) 50 10) 131, 1 24| 2) 73 7 1] 4| 1{ 11 1598 
32 | 9| 5| 282/ 7| 46, 71{ 482] 80! 1| 68) 1 7\ 9| 51! 3] 2 4| 8| 5} 11] 1152 
South Carolina 331 44 1464) 1|  272| 633| 25 6| 118) | 8 | 3 | 8 3 | 18 2604 
32 | | | 587] 5| 57] 4) 492) 26 1 46 2 2 14 4| 2| 21 1213 
33] | 451) 17| 111) 1| 231] 4| 2| 156) 1| 2! 3) | | 15 | | 21 996 
Seuth Dakota 32 | | | 260] 13| 54] _1| 167] 26/ | _138 4] | 6) | 17 1j|__8}__9f _—704 
ine "33 Report not yet completed | | | | | | 
worse B32 | gil 11} 87] 61! 668 72 21; 198 1 15] 12| | | 30 13 10| 21 2031 
oe 33 66 | 6767, 108| 1076, 24| 3568| 189| 46] 1778) 1 10! | 24! 14] | 28) 48 8| 134] 13889 
32 | | 1| 3886} 33] 158| 19] 3424! 164, 41] 815 23] 48} | 47], 49 16 95] 8819 
Utah 33 l | 868} | 139] | 360! 65 1| 123) 5 | 2) | | 1 | : 1568 
"32 | 321] | 24 287| 31 65 5 9| | 9 3 a 758 
331 3) 4 8| 506) 24) 129) 9} 381) 18} 11] 168) 1 24| $| 2) 1| i 1311 
Vermont 32] | 2} a] 291] 13] 49] _5| 412] 14] 6] _~112 1 26 7] 2 1| 972 
Virgini 33 39) 9) 2); 2956 40° 642) 31) 1356; 91) 12| 367| 30 24) 4| 1 13! 17 "2 5667 
aye 32 | 24] 3! 1771, 31!) 131] 20) 1593| 147) 14} 209 5} 19 1 52 44 15| 28 6 a 4105 
: "33 Report not yet completed | | | | | | | 
Washington 139 l | | 689! 27] 79) 15| 1014) = 92! 10} 311 1 12 38| | | 66 19| 7 91 2471 
ear 33 4 1| 2) 1177; 19| 432| 8 836, 67| 15) 315 1 2 | 39] 10) 1| 13 7 2} 37 2988 
West Virginia a "32 7| | 669) 5| 117] 687; 61| 27| 138] 4 4| 1| 41) | l 1] 17; 2| 28] 30 1844 
Wi : 33 | 3 5 | 2287, 213| 570) 28 1243| 136, 13) 653] 1 11| | 75} 18| 13) 9| 47| 10 7| 69 5411 
seccnes 32] I | 1734] 125] 213] 24] 1454] 126] 11] 432] 3 11) 1| 88) . 7| 93i 7 53| 122 4522 
leat 33 353, 11] 135] 258) 14) 1| 138] | | 7| | | | 9 11 937 
FoOuUng 32 | | 226 1] 37 | 231] 16) 4| 64] | 7| 1 13 3] 5 5 613 
*Total *33] 1002) 1125| 87593600) 4067\26936| 1240'59294| 6296| 1194|25286| 50| 1631) 65) 2969) 533 226| 2695] 233004 
om 32 | 1015| 752160784! 2250| 8744| 1167|66937| 6359| 957|15752| 162] 1425] 110) 3187 2138| 1182} 4018] 180413 





*1933 total covers only 45 states. 1932 total is complete. 
























Vehicle Retailing Code 
May Be Permanent Pact 


(Continued from Page 1) 


officer of the United States Gov- 
ernment, and must either act 
with decision or resign, and in 
considering code violations, he 
should bear in mind that the code 
was designed for fair business 
practices for the entire country, 
and was not limited to any par- 
ticular section, Lane said. 


He added that dealers were 


given a great concession when 
they were permitted to compile 
the official used car guide, and 
the Recovery Administration ex- 
pects them to reciprocate by do- 
ing all in their power to increase 
employment and wages, and to 
decrease working hours. 


At the afternoon meeting the 
subject of the dealers’ code was 
again discussed by President F. 
W. A. Vesper of the NADA in his 
address on “History of Our Code.” 
Mr. Vesper stated that at present 
over 90 per cent of the dealers 
in the country are abiding by the 
provisions of the code, and most 
of the remainder are only await- 
ing explanatory information con- 
cerning their operations, mainly 
in rural districts. 


“I have yet to learn of any 
appreciable unfavorable public re- 
action to the code or any part 
of it, especially the used car al- 
lowance feature,” said Mr. Vesper. 
“While it is true that the code 
benefits the automobile dealer, it 
is still more true that it benefits 
the public. This code was written 
by fair-minded men, none of 
whom sought to write into their 
code anything that would not be 
acceptable to them if it appeared 
in the code of any other industry. 
The Golden Rule still works, and 
having built our code to that scale 
we need have no fear of a con- 
sumer court of inquiry.” 

Election of new officers was 
postponed by the adoption of an 
amendment to the by-laws of the 
Association which provides that 
in the future directors shall be 
chosen from each state, one each 
from the metropolitan districts of 
Washington, D. C.; Chicago, and 
New York City, and five used car 
directors and that these 56 direc- 
tors shall within 60 days elect 
the new officers of the Associa- 
tion. 

Jack Frost, in charge of the 
compilation of the official used 
car guide, gave the members 
some information as to the mech- 





anical means used to produce the 
guide every 30 days. 

“The human factor is being re- 
duced in arriving at the true val- 
uation of any used car,” Mr. Frost 
said, “For we now have $160,000 
invested in mechanical tabulating 
machines in our offices.” 

Frost stated that the first is- 
sue of the guide was compiled 
from 250,000 reports of sales sub- 
mitted by dealers throughout the 
country, and that since then in- 
creasing numbers of reports have 
been combined with dealers opin- 
ions to make the present guide a 
nation-wide report of used car 
sales. He suggested that a bet- 
ter approach to the problem of 
putting over the new car present- 
ation to the buyer who has a used 
car to trade could be obtained 
through the more active partici- 
pation of salesmen in the used 
car appraisal in co-operation with 
an experienced appraiser. 

The sale of used cars was 
stressed in an address by Floyd A. 
Whitaker, vice-president of W. R. 
Stephens Co., Buick dealers in 
Minneapolis, who reminded the 
dealers that the five important 
factors in avoiding the so-called 
“used car problem” are a more 
intelligent appraisal of each car; 
reconditioning of the car from 
a re-sale angle rather than with 
the idea of selling as much serv- 
ice as possible, and spending up 
to 90 per cent of the service in im- 
proving the appearance of the 
car; light, clean, attractive dis- 
play space; more use of classified 
advertising as being the best 
medium for inducing used-car 
prospects into the show room, and 
the maintenance of a live, active, 
and intelligent sales force de- 
voted exclusively to the floor 
work necessary for the disposal 
of used-cars. 

Whitaker stated that six used 
car salesmen in his organization 
had been able to dispose of the 
used cars taken in by 35 to 40 
new car men under this plan. 

Several resolutions were sub- 
mitted at the afternoon session, 
all of them pertaining to code 
matters. One complained “that 
certain manufacturers have es- 
tablished suggested retail prices 
for their 1934 series which, in 
the opinion of the majority of 
dealers, are not in accordance 
with provisions of the code, and 
have used strong coercive 
methods to force the sales of their 
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And to get the best results—be sure the Trailer 
you recommend for your truck is a Fruehauf. For 
not only are we pledged to cooperate in every 
way with truck manufacturers and dealers—but 
to build the best Trailer it is possible to manu- 
facture—one that will enable your truck to deliver 
the utmost in performance at all times. 











Write for your copy of 
“Engineered Transporto- 
tion , a 36-page, pocket 
size, leatherette booklet 
showing how to figure 
transportation costs. 

his booklet will be sent 
ree upon request. 


FRUEHAUF 





¥ Selling a Trailer with 
your truck allows your 
customer to haul three 
times as much payload 
as with the truck alone. 
The result is a more satis- 
fied customer—one who 
will make more money, 
a “repeat” buyer. 






The success of this policy is amply testified to by 
the fact that Fruehauf has led the Industry in 
Trailer sales for the past ten years. 


FRUEHAUF TRAILER COMPANY 
10841 Harper Avenue 


Detroit, Michigan 
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products at the prices unlawfully 
established by them.” 

This resolution advocated “an 
exact national procedure by 
which dealers must establish in 
each trading area a uniform set 
of delivered prices for each line 
handled, which, upon approval of 
the code authority for that area, 
shall become the official delivered 
prices for that area.” The list 
of handling charges to be inclu- 
ded in the delivered prices was 
specified. 


An amendment to the term 
“motor vehicle retailing,” which, 
it is claimed, will eliminate fleet 
owners discounts, was provided 
in another resolution and recom- 
mended to read as follows: “The 
term motor vehicle retailing shall 
mean the business of vending mo- 
tor vehicles to consumers, as dis- 
tinguished from the distribution 
or sale of motor vehicles for re- 
sale, without exception and with- 
out regard for any other business 
in which such vendors may be 
engaged, and the term shall also 
include the servicing or repairing 
of new or used motor vehicles by 
persons engaged in retailing new 
or used motor vehicles.” 
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Seek New Plan for Franklin 


Financial Re-organization 


Syracuse, Jan. 30.—A new plan 
for readjusting the capitalization 
of the H. H. Franklin Mfg. Co., 
is to be worked out by a Syra- 
cuse committee consisting of Wil- 
liam H. Kelley, president, and 
Frederick H. Plumb, vice-presi- 
dent, of the Merchants National 
Bank & Trust Co., and Harold 
Stone, president of the Onondaga 
County Savings Bank. 

This move follows discontinu- 
ance of activities of the read- 
justment committee formed last 
spring under the chairmanship 
of Ernest B. Warriner, of New 
York City. H. H. Franklin, presi- 
dent of the Franklin Co., states 
the extension of notes by creditor 
banks, and the present production 
program, are in no way affected 
by the change in the financial 
program. 

The new effort for the refi- 
nancing of the Franklin Co. is 
expected to take concrete form 





as soon as preferred and common 
stock certificates are released 
by the previously authorized de- 
positary, the City Bank Farmers 
Trust Co. of New York City. 


Compressed Air Car 
May Be Made in Ohio 


Toledo, Jan. 30.— Reports are 
being circulated here that a com- 
pany will be formed in Toledo 
within the next two months to 
manufacture an automobile which 
will be powered by a compressed 
air unit. 


A Toledoan, Pietro Maniscalco, 
41, is the inventor of the unit 
upon which he has experimented 
for 18 years. A demonstration was 
given here recently for a group 
of Chicagoans interested in the 
manufacture of an automobile 
with the compressed air unit. 





SHOULDER to SHOULDER 


Timken and Wisconsin Axles — 


Today’s Automotive Vehicles 


poe, bettering the finest 
achievements of the past, Timken 
and Wisconsin Axles have kept in step 
with the progress of automotive vehicles. 


With an unparalleled wealth of ex- 
perience based upon more than thirty 
years of intensive application to axle 
problems, Timken and Wisconsin are 


THE 


TIMKEN-DETROIT VX 


AXLE COMPANY 


DETROIT, MICHIGAN 


to a price. 


















NS, OSHKOSH, WISCONSIN 


today producing the finest units in a 
long and honorable history of build- 
ing up to a standard rather than down 


We believe —and the records bear 
us out—that any car, passenger or 
commercial, is made a better car by 
the use of these Axles. 






THE WISCONSIN 


AXLE COMPANY 


We're helping you 


to Sell Cars with Du late 
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The advertisement 


Ze La Safety Glass VCE 


ALL AROUND! 


“ss aa ee - 


a we 
he | , 
N YOUR NEW CAR 





reproduced at the 
right shows how we 
are telling millions 

' prospective car 
ae = advantages of Duplate all-around. 
This advertisement is running currently in The 
Saturday Evening Post, The Country Gentle- 
man, Time and Fortune. 
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UST « dollar or two extra on each new car pay- 
ment (only $10 to $20 altogether) yet those few 
dollars will give you the priceless koowledge that 
you, your wife, your children, your friends are 
safer when they ride in your car... behiad Duplate 
Duplate Safety Plate Glass ia every window 
provides a zone of safety against glass injuries, 
robbing unavoidable accidents of most of their 
danger. And Duplate “alf around” assures other 


advantages, too, Clear, perfect vision . . . which 
only fine plate glass can give, Protection against 
cye-fatigue ... because Duptate subdues substantially 
the glare of reflected suntight. And Duplate will 
nat discolor for the entire life of your car. 

When you buy your new car... make sure that 
the Duplate Safety trade-mark @ppears not only on 





Twnoucn advertising in national 
magazines, we are telling several 
million prospective car buyers how 
little it costs to have the protection 
of Duplate Safety in every window of the new cars ne 
buy. We are showing them that the slight extra “= < 
Duplate all around is negligible compared with the ac le 
motoring safety Duplate gives them. We are familiarizing 
them with the unique qualities that make Duplate Safety 
Plate Glass the outstanding safety glass. 

In a word, we are helping you to sell your cars com- 
pletely equipped with Duplate in every window .. . and 


ate 


Dup! 


the windshield but on every window. Pittsburgh we 
Plate Glass Company, Grant Bidg., Pittsburgh, Pa. - 
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78 ee; 
A product of the PITTSBURGH © 





thus helping you to increase the amount of your unit sale. 

Today, you'll find that very few prospective buyers of 
cars will balk at the small extra cost of Duplate in every 
window. Order all your cars through from the factory 
with complete equipment. Quote prices that way. And 
nine times out of ten, safety glass all around wil help 
you make the sale! Pittsburgh Plate Glass Company, 
Grant Building, Pittsburgh, Pa. 


‘ 


